








Western Textile Products Company, 
Memphis, ‘Tennessee 





brings not only MORE LIGHT withou: annoying glare 
... but a NEW experience in SEEING! 


5 ace sae ot actually 


SKY-GLO IS A SYSTEM OF VINYLITE 
LOUVERS, CHANNELS AND FITTINGS 
.. that make possible ceilings which 
glow with light. For rooms old and 
new. Expensive ceiling alterations 
are unnecessary as Sky-Glo can be 
installed below the ceiling, at any 
point from 8’6”" above floor. Vinylite 
is a product of Bakelite Corp.; has a 
light transmission factor of 71%. 


Sky Gle Che 


Distribute —— Through Electrical Wholesalers 


J 
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for schools = stores = offices 


High levels of illumination... 1OO—120—130—or more foot- 
candles... but only a light meter would know it! That is the 
miracle of Sky-Glo... high levels of illumination without aware- 
ness of the fact! Ease of seeing...without awareness of the reason 
—so restful... unobtrusive...and stimulating is Sky-Glo lighting! 


Sky-Glo cannot be described. READY, NOW, is the Sk 
You must actually be present in “Bulletin SC” .. . the boo! 
a Sky-Glo illuminated room. tells why Sky-Glo is one « 
Then, only, can you appreciate most significant develop 
the statement that Sky-Glo in fluorescent lighting . 
makes possible a new experience terms of lighting perforr 
in seeing! Then, only, can you see ...in terms of installatio 
what a difference there is between application . . .modernizati 
a glowing ceiling of light and maintenance! Mail the co 
individually hung light sources. for your free copy. 

<At 130 footcandles, ceiling brightness i 

"than 1 candle per sq. in. (452 footlamb 


BENJAMIN ELECTRIC MFG. CO. 
Dept. Z-1 Des Plaines, Illinois 


luminous just off the press. 
louvered 


ceilings @ 
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NN Sco as Sa eh ae rem Seen kage adueeweeeancces 
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Send, without cost or obligation, copy of Sky-Glo “Bulletin ‘ 
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MURRAY ATTIC FAN 
‘We Fan 
that dees tts work 
ia a Whisper 











Silence is truly golden in an attic fan. And 
the Murray Attic Fan — the fan that does 
its work in a Whisper — is engineered to 







perform with maximum efficiency and 
minimum sound. Noise is eliminated by the 
special construction of Murray Attic Fans— 
curved flange orifice in housing, rubber- 
mounted motor, vibration-free bearings, 
balanced assembly. Murray Attic Fans 
are easy to install, are made in four sizes 
to meet all needs. Write for complete 













specifications. 







; Deep, curved flange orifice cuts down air 
W resistance, eliminates noise. 





, Four, broad, deep-pitched blades provide 
"4 maximum suction and steady flow of air. 


va Resilient base motor and rubber-insulated 
5 Oilite sleeve bearing on fan shaft eliminate 
vibration and operating noise. 


LY Economical, quiet operation 
assures owner satisfaction. 














MURRAY SALES INCREASERS — Write for these free | 
booklets and sales helps. Installation Manual: Com- 
plete step-by-step installation instructions. Consumer 
Mailing Pieces: Sure-fire, sales-building folders to 
enclose in your mailings. Newspaper Ads: Complete 
mats furnished, including various fan illustrations and 
suggestions for use in building your sales. 


THE MURRAY COMPANY 


ATLANTA, GEORGIA Established in 1900 DALLAS, TEXAS 
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Disowv' vay! 


new glossy finish for / = 


easy ae, 


f 
F 


tt g-l-i-d-e-s through conduit! 


Another U.S. Rubber first! A new discovery in 
wax finishes for the finest building wire on the 
market. Careful laboratory analysis and research 

selected this precisely-compounded finish, in order 
to provide the greatest possible ease in pulling. 

As proof of how successful this finish is, in a 

rigorous laboratory test only 22 to 26 pounds pull 
was needed to pull Laytex RU through a test con- 
duit with four 90° angles...as compared with 32, 40, 42, 
45, and 80 pounds, respectively, for 5 other leading 

brands. That means Laytex RU is 33% to 300% 

easier to pull—thanks to its special new wax finish. 


Write for sample and free booklet on Laytex RU, 
world’s smallest diameter, lightest weight natural 
rubber insulated building wire. Wire and Cable 
Department, United States Rubber Company, 1230 
Avenue of the Americas, New York 20, N. Y. 


* Reg. U S. Pat. Of 


A PRODUCT OF 


UNITED STATES 
RUBBER COMPANY 
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witted Mistress of Ceremonies 


& j , 
6 pu SS : —is that sparkling personality 
: } / ee ot of the airwaves—one of Broad- 
( } f i way’s leading comediennes — 


: r 
4 ( a pe s Star of the show—keeping the 
j & fun moving as G-E’s quick- 
That’s the title of G-E’s new, fast- Ps ~ ‘ea 
moving radio quiz show! Contestants te a a 


guess the names of famous persons, 
with the audience right in the act! 


“What’s My Name?” will be heard by = 
millions of customers coast-to-coast 
_,, will make more friends for G-E 


lamps, more sales for G-E retailers 
and distributors. 


SATURDAY EVENINGS, ABC NETWORK 


w Radio Shows 6 


° 
ae 


i 


CREE EPI: 
am 


‘i Latnye 


Zhan 0 


€ FUN oR MILLIONS OF LISTENERS ; ¢ 
- MORE FRIENDS FOR GE LAMP 


LAMP DISTRIBUTORS 


MORE SALES FOR ie 
HELPS GE LAMPS SELL ow SWHT: G-E LAMPS 


GENERAL 96) ELECTRIC 
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The Simplex-ANHYDROPRENE Cable shown is made up 
of three elements — conductor, insulation and jacket. The fee 
stranded conductor is copper, each wire coated with tin or a, 
an alloy. The insulation is Simplex - ANHYDREX, a low ( 
water absorption, insulating compound. The jacket or outer 
protection is a thin layer of a tough neoprene compound. 





Cables of this simple construction may have Simplex-ANHYDROPRENE Cables are suit- 
solid or stranded conductors. They have no able for use in central stations as transformer or 
outer braids to rot or fray. They have excellent generator leads. They may be used for control 
electrical stability and good aging properties. or signal service. They may be racked on walls 
They resist deterioration by sunlight, heat, without conduit. They may be installed overhead 
acids, oils and they will not support a flame. on messenger or pulled into underground ducts. 


For more detailed information ask for Bulletin No. 115. 











WIRES & CABLES | 5 
SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. i C. 
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1] MODEL GM 3C FF 
4 quart capacity 


In the months since our PressureQuick Saucepan plant 
was destroyed by fire, we’ve been equipping a brand 
new modern plant in Bloomington, Illinois. It’s going 
full blast now, turning out the finest PressureQuick 


EASIER COOKING 


















Just lay the Magic Metal Cover in 
place, flick the Feathertouch Safety 
Lock and pull the Slide Release. From 
there on, the PressureQuick Saucepan 
does all the work. It seals itself at the 
proper moment, tells pressure at a 
glance. And with most recipes, when 
cooking’s done, just push the Slide Re- 
lease and pressure goes down safely, 
quickly right at the range. 





BETTER R 


a 


ESULTS 


ee 








Un fi ?-2-.6 
Homemakers know they can depend on 
Betty Crocker recipes for best results. 
Now they can pressure cook the “‘Betty 
Crocker Way,” with the Betty Crocker 
Guide to Pressure Cooking that comes 
with the PressureQuick Saucepan. 60 
illustrated pages of tested recipes, meal 
tips, cooking tables. Betty Crocker re- 
cipes plus exclusive PressureQuick fea- 
tures assure perfect results every time. 


General Mills 


Pressure 








Quick Saucep 
Copyright 1948, General Mills, Inc., Minneapolis 13, Minn. 
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Betty Crocker is a trade name of General Mills 





Saucepans we’ve ever made... to give your customers 
easier cooking, better results, real safety . . . and to give 
you MORE DOLLAR PROFIT than on any other 
pressure saucepan. 





REAL SAFETY 




















No other pressure saucepan has so 
many safety features. Cookminder 
whistles when heat should be reduced, 
also is an automatic safety release. 
Magic Metal Cover lifts slightly to re- 
lease overpressure through Automatic 
Safety Vents. No plugs to blow out and 
replace. New Safety Guard locks Slide 
Release so pan can’t be opened until all 
the pressure is safely gone. 






GC 


In 
” Dixie Cooler 


ATTIC BELT-DRIVEN FANS 
e Rugged @ Distinctively Finished 
® Moves More Air Than Most Fans 


e GE& Westinghouse Motors e Quiet Operation 





$ 


30" 179°° 
36” 8 c 50 
42" 1165° 
48" 72" 


Jobbers & Dealers 

Your percentage of profit is greater on this fan 
than any other line. You can meet and beat all 
competition on price and quality and still make 
your normal profit.. 


WRITE OR WIRE TODAY 
A PRODUCT OF 


ald Ex SH. Alin ‘onditioning ‘fan Co.. One. 


1591-1623 DEKALB AVE., N. E. ATLANTA 6, GEORGIA 
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@ Maximum fluorescent 





lamp life. ..with resultant lowered 










maintenance costs... are possible 





only when starters operate efficiently. 


CERTIFIED STARTERS give the best 
possible performance because they are: 








Made to rigid specifications 






Tested, checked and certified by impartial 






Electrical Testing Laboratories, Inc. 






You’ll quickly notice the economy...appreciate 






the reduced lamp and starter replacements 












... when you insist on Certified Starters 










in your fluorescent installations. CERTIFIED 







@ To be sure you get Certified Start- 
ers, look for the Certified shield 
on the case and on each starter. 












rs 
| SPEC. NO. 6 











| 
= 








—<—<——-——--— -— Address inquiries to any of the following manufacturers of ———————-——-—--— 
Certified Starters 
The Arrow-Hart and Hegeman Co., Harvey Hubbell, inc., Bridgeport. Connecticut 
Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 
Chatham Electronics Corporation, Newark, N. J. The Lloyd Products Co., Providence, R. I. 
Dura Electric Lamp Co., Newark, N. J. Pass & Seymour Co., Syracuse, N. Y. 





General Electric Co., Bridgeport, Connecticut Sheldon Electric Co., irvington, N. J. 
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- SOUTHERN HITS THE BULLS 


Write for descriptive 
literature. Ask for 
booklet J6. 


Southern Fluorescent Fixtures are engineered to perfection, constructed of the best 
materials obtainable and checked for quality at every stage. You can see at a glance 
that Southern Fluorescent Fixtures are best sellers ! 


Important, too — Southern Fluorescent Fixtures cost no more than ordinary fixtures 
and will be delivered immediately. 


Always sell Southern for continued customer satisfaction! 


Sold Only Through Leading Electrical Ve holesalers 
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-»+ A BIG CHUNK 
OFF YOUR COSTS 


for 
service entrances with ALUMINUM 


Because the lighter weight of insulated wire and cable with 

Alcoa E.C.* Aluminum conductor means big savings all along 

the line—including service entrances! 

/ First costs show big savings. Freight costs are lower. Handling 

and stringing are faster. Mechanical joints are easy with 

YOUR SUPPLIER standard connectors for aluminum—soldering, too, with Alcoa 
ame oe Solder and Flux. 

Alcoa makes light, strong, conductive E.C. Aluminum, which 
leading wire and cable manufacturers draw, strand, and insu- 
late, and sell under their own trade marks. Your wire and cable 
supplier has it now. ALUMINUM CoMPANY OF AMERICA, 2164 
Gulf Building, Pittsburgh 19, Pennsylvania. 

















 pahaaens was ALCOA GD ALUMINUM 5 


FOR ELECTRIC WIRE AND CABLE 
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TECHNICAL DATA 


© WS .ccccccccces 75 

© VMS. ccccccvcccce 115-120-125 

© DD cccccceccesve R-30 

© Ds cccvccctsces Medium Screw 

6 FE i evscnenten Refi. Flood, Ref. Spot 


Filament Construction .C-11 
Mox. Overall Length . . 5-3/16" 


* Rated life......... 1000 Hours 
© Std. Package Quentity . 60 
List Price ..... -. $1.25 


Westinghouse Lamp District Offices: 


10 High St., BOSTON; 2480 Peachtree Rd., 
CHAMSLEE, GA.; 20 N. Wacker Drive, CHICAGO; 
40 Wall St., NEW YORK; 3001 Wainct St., 
PHILADELPHIA; 419 Wood St., PITTSBURGH; 
410 Bush St., SAN FRANCISCO; 

411 N. 7th St., ST. LOUIS 























NEW...COMPACT...75 WATT 
Westinghouse SPOT 


FLOOD 


© Now you can have directed light of high intensity from a lamp of small 
physical size. These new, compact lamps are ideal for use where limited 
space is available or where small, inconspicuous lighting units are desired. 
o name a few examples: 

HOMES — for downlighting a table, sink, playroom, workbench; or to attain 
decorative effects. 

STORES — for highlighting merchandise displays in store windows, counters, 
shadow boxes; for spot or floodlighting stairways or danger areas. 


FACTORIES — for local ee anassengpt lighting of machines and workbenches, 


in office and plant, or wherever exacting work requires extra illumination. 


OTHER APPLICATIONS— in hotels, restaurants, theatres, night clubs and 


taverns, where local lighting from out-of-the-way units is preferred. 


Lamp Division, Westinghouse Electric Corporation 


uSC 


Westin 


PLANTS IN 25 CITIES 
OFFICES EVERYWHERE 
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RACO BLNO BOX 
A new bracket on a nationally 






























popular STEEL box—especi- 
ally suited for non-metallic 
sheathed cable. Speeds up 
residential jobs—nails direct- 
ly to studding. Not necessary 
to notch studs on rock lathe 
jobs. Long nailing prongs 
gauge and hold box in correct 
position until nails are 





driven. Knockouts are “Pri- 
Out” equipped. 


| A BOX FOR EVERY NEED 





RACO Switch and Outlet Boxes 


Profit by the line of least sales resistance! It’s no secret that de- 
signers, architects and electrical contractors—the country over— 
prefer and demand the RACO line. There’s a box and cover, ac- 
curately made and machined, tailored to fit the particular needs of 
every type of installation. Sturdy RACO boxes in their smooth, 
lasting black or galvanized finish, are built to do the job right! 











* * * 








A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE » WARDROBE, STORAGE, AND COMBINATION 
CABINETS + CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING - FROZ-N-FOOD LOCKERS - ELECTRICAL OUTLET 
AND SWITCH BOXES. 











RACO_ PRUDUCTS ARE LISTED BY 
UNDERWRITERS LABORATORIES, INC. 


; | \ ' j 
ques = 


ALL<STEEL PRODUCTS [LAL EmRwRE alan 2 an ee 


ALL-STEEL EQUIPMENT INC., 800 Kensington Avenue, Aurora, Illinois 
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WHICH atl INSULATING VARNISH FOR vous JOB? 


















WHY G-E INSULATING 

VARNISH 1678 WAS 
Here Are a Few of the SELECTED FOR THIS 

Specific Types of Applications \ COAL -MINE DRILL MOTOR 
























_ @ Dust and dampness are the enemies of mechanized 
STRENGT equipment underground. That’s why General Electric 
SETAE | specialists reeommend G-E Insulating Varnish 1678 to 
ee properly protect this coal-mine drill motor. : 
vane G-E Clear-Baking Varnish 1678 forms a hard tough 1 
ae skin that seals out moisture, salt water, oil, acid, and 
RESISTANCE alkali. It combines exceptional heat and arc endurance 
iii with high dielectric strength. 

uaeee Bring your insulation problems to General Electric. 
men Temrens. Let experts provide the one right varnish that will do 
TURE AGING your job. And count on famous G-E quality control 
catnaned methods to keep each shipment strictly uniform. 

More information? Call your local General Electric 
Merchandise Distributor. Or write: Resin and Insulation 
Materials Division, Chemical Department, General 
Electric Company, Schenectady 5, N. Y. 


GENERAL @ ELECTRIC 


Electrical equipment is no better than its insulation 
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Sandard “‘Deep-heet’”’ equipment 
on Models F56P and F156P. 


Most electric cookers have bottom heat only. And there’s a big difference. 
The Monarch “Deep-Heet” Cooker is virtually a surface oven. It bakes, not 
stews. Foods do not stick to bottom. Gravies are always golden brown. 
Meats fall off the bone. Even cakes are delicious (see above). If you sell 
Monarch Electric Ranges, talk these things—sell foods, meals, better cook- 
ing, easier cooking, economy. Be specific. Use Monarch literature, sales 
charts and the cook book to point out how the Monarch Electric with its 
exclusive “Deep-Heet” Cooker will make Mrs. Customer a better cook. 
MONARCH MALLEABLE RANGE CO., 4868 Lake St., Beaver Dam, Wis. 





PUSH BUTTONS 


CLARK Type D Push Buttons, 
featuring silver-to-silver, button- 
type, double-break contacts, 
bakelite insulating parts, large 
electrical clearances, and 
plenty of wiring space, pro- 
vide low maintenance and 
long life in heavy duty oper- 
ations. Push button stop is 
independent of contacts. 1¥2” 
and 2%" mushroom heads are 
available. 


Type RN—the "ROUGHNECK” 
—has mushroom head, cast metal 
enclosure with rounded shoulders - 
sturdy enough to take rough usage. 


Watertight, dust tight, and oil-im- 
mersed types can be supplied. Pen- 
dant Stations are also available. 


Type EE Push Buttons are for use on 
ordinary starter applications with 
contactors or starters up to and in- 
cluding NEMA Size 4, 150 Ampere 
Size. Available only in standard 
pressed steel] enclosures, finished in 
Machine Tool Gray, and not subject 
to modifications. 


Type DO is a Heavy Duty Oil Tight 
Oil Immersed tor Class 


Element for mounting in machine tool iain: chines mee eerecanne tem ecemanin 
applications . . . Oil Tight Selector ae cceeal a een acaeins er 
Switches and Pilot Lights also 


available. 
For every industrial application there’s a CLARK Push 


Button Station available through your CLARK distributor. 


NX te CLARK CONTROLLER co. 


e 
®YTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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i plans call for fluorescent, incandescent, or a com- 
vation of both ? 


The light you want where you want it” is yours 
ren yOu select Pittsburgh Permaflector Lighting 
juipment which is so flexible in application .. . so 
stinctive in appearance . . . so efficient in results. 
W installation and maintenance costs are other fea- 
fes which make Pittsburgh Permaflector Equipment 
@ outstanding choice everywhere. 


wr Permaflector Engineer will be glad to make 
commendations for your individual lighting needs. 
tite for the condensed catalog which lists his address 





PITTSBURGH PERMAFLECTOR 
_ LIGHTING: IPMENT 


aie 










A PERMAFLECTOR PORTRAIT 


Joseph DeRoy & Sons 
Architect: Harry H. Lefkowitz; R. A. 
Electrical Contractor: D. Levinson 









Pirtspurch RerLector ComPANy 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


lighting Engineers in A 








ea 33 & 


ENDURITE TYPE RH 


Gives Greater Current Carrying 


Capacity per Dollar of Installed Cost 


AN EXAMPLE- . 
200 AMP. CIRCUIT 


250,000 CM 


Requires 242” Conduit. Maximum per- Requires 2” Conduit. Maximum per- 


missible operating temperature 60° C. missible operating temperature 75° C. 


The superior heat resistant characteristics of CRESCENT ENDURITE 
INSULATION with its higher permissible operating temperature and 
therefore greater current carrying capacity, permits the use of a smaller 
size of conductor, and in most cases smaller size of conduit at less cost 
than would be required for Type R Wire for the same load. 


For light loads requiring small sized conductors, Voltage Drop is the 
determining factor in choice of wire size. Usually in sizes No. 6 AWG 
and heavier for power circuits or No. 1 AWG and heavier for lighting 
circuits, CRESCENT ENDURITE Type RH Wire & Cable gives the 
lowest installed cost-per-ampere of useful circuit capacity. 


* In Accordance with 1947 National Electrical Code 


SPREE, Ape oa 4 ma GE, Fe Sa 
A FA 4 ; 
= >. £ 
_ “a ‘J 
si » 
ia peas Say? 


2 
s 


é 2, we, — 
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CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, NEW JERSEY 


RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 


ATLANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 


NEW ORLEANS, LA., Paul Hogan, Jr., 305 Levert Building 





—_ 
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MORE PROFIT TO YOU 








Mertland Automatic Electric Hot Water 






Heaters are made by men who special- 





ize in making water heaters only. 







Complete Line —A size and style for 






every home. Round models in 10 to 100 
























gallon sizes; table tops, 35 and 45 gals. 





Priced right to build greater volume. 


; ey, <a sain 3 Give your customers every major fea- 
i ture at lower cost, make more sales, 


ii 
i 
ji 





a 




















a> 
‘ A a more profits. 
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CHECK THESE FEATURES for quality, 
durability, convenience and economy 





UL APPROVED. 








* Heavy gauge galvanized steel tank, hot dipped. Made 
and galvanized in Mertland'’s ultra-modern tank and 
galvanizing plant. 

* Fully automatic, adjustable, snap action temperature con- 
trol. 

* Quick heating immersion type heating unit. 

* Working pressure guaranteed 150 Ibs. (Tested 300 Ibs.) 

* Protected from corrosion by Mertland Magnesium Anodic 
Rod (optional equipment). 

* Thick, blanket type Fiberglas insulation all around tank. 

+ Eight coats of white enamel baked on heavy steel jacket. 


Iles belitebbnenly dlititbines latiiminig water. Specialized experience in making only hot water heaiers, 


* Heavy gauge copper wiring. gives you the Mertland line . . . the line that means greater 
* Internal heat trap prevents hot water circulation through 

house system except when drawn. Saves fuel. profit from extra volume because prices are right on a product 
¢ Wattages and voltages to your specifications. Can be 

furnished wired for limited demand. that is RIGHT. 


* Black base conceals mop marks; flush to floor. 
Gas the foc abenr Martian." reaver, we el be rod M. M. HEDGES MANUFACTURING Co., Inc. 


fo give you his name and address. 
CHATTANOOGA, TENNESSEE 






© SPREE 








WATER HEATER SPECIALISTS 


‘ew An electrical conduit Installation 
using Crouse-Hinds Large Radius 
Type ET Tees in a mill before the 
concrete floor has been poured. 


The same mill completed. 


y electrical conduit 
installation in concrete floors 


Type ELB Where electrical conduit is concealed the use of Crouse-Hinds Cast-Feraloy 
p Large Radius Tees and Elbows results in substantial savings in installation and 
in maintenance. 
Saves Material. these *CONDULETS eliminate the necessity 
for flush floor boxes. 
Easy To Wire. The wires canbe brought directly up to junction 
CONDULETS or motor controllers, where it is easy to make the 
Type EY necessary taps and splices. 
Maintenance Reduced. taps and splices are out of reach 
of oil, water, or cleaning solutions that may be on the floor, com- 


*CONDULET i d word 
-~ Sag pletely eliminating future difficulties from this cause. If necessary, 


tered in the U.S. Patent Office. It 
designates a product made only by any portion of the sectionalized circuit between two tees can be 
the Crouse-Hinds Company. readily replaced. 


Crouse-Hinds Large Radius Tees and Elbows are equally useful for ceiling 


and sidewall outlets. These CONDULETS are made of cast Feraloy, which is 
inherently corrosi unt. The hubs have the CONDULET features of tapered 


threads and integral oe ol designed for easy fishing.- Lugs are provided 
for anchoring to concrete forms. 

These CONDULETS are listed on Page 14, Section 65, CONDULET Catalog 
2500. The complete CONDULET line consists of thousands of items .... engi- 
neered to enable the electrician to do the job and do it right. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis 
Pittsburgh — Portland, Ore.—San Francisco 


—P 





Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — 
Konsas City — Los Anaeles — Milwaukee — Minneapolis — New York —Philadelphi 
Seattle — St. Louis — Washing Resid Rep: ives: Albany — =Atjona— Charlotte New Orleans — Richmond, Va 

: CROUSE.HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT 


NARS a a" 9 TS Fe BERD 
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BRANCHES OR FOREIGN OBJECTS contacting distri- 
bution lines are liable to cause trouble... unless the 
lines are Duraline.* 

For Duraline URC Weatherproof combines URC 
saturants and finishers with an interlocked fibrous 
sheath that effectively resists moisture penetration 
during long periods of wet weather. This means vastly 
improved performance during emergency periods. 

For reduced maintenance costs and long, continuous 
service, specify Duraline URC—the weatherproof cov- 
ering that is truly weather resisting. Anaconda Wire 
& Cable Company, 25 Broadway, New York 4, N. Y. 


4846" 


*Reg. U.S- Pat. Off. 


STAYS PUT! 
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One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your busines, 


Maybe “more production”’ 


isn’t the answer 


to all our problems 


MERICAN INDUSTRY is already producing at almost 

double its pre-war rate. Yet with labor and mate- 

rial costs at an all-time high, the experts insist that we 

must produce still more goods, faster, more efficiently, 
if we are to avoid another boom-and-bust cycle. 


We'll buy that 

But let’s never lose sight of the fact that production 
is only half the problem. Because for every increase in 
our rate of production, there must be a comparable 
rise in our rate of sales. 


as far as it goes. 


Actually, of course, there is no such thing as pro- 
ducing goods at 2 profit. Goods are sold at a profit— 
yes. And while production line savings are vitally 
important, it is of equal importance to keep down the 


cost of manufacturing sales. 


That is the function of mechanized selling—to pro- 
duce sales on a mass production basis, and at the 
lowest possible cost per unit. Translated into more 
familiar terms, it simply means advertising to the 
right market, in the right way, at the right time. 


Like the machine on the production line, good 
advertising is a multiplier of men’s efforts, for it 
enables us to produce (and earn) far more than we 
could alone. And when it goes to work in business 
papers — with their tremendous concentration of 
hand-picked readers —advertising becomes the most 
efficient machine at our disposal for manufacturing 
sales at a profit. 


What are the ten ways to measure the results of your business paper 
advertising? You'll find the answers in a recent ABP folder, which we'll 
be glad to send you on request. Also, if you’d like reprints of this adver- 
tisement (or the entire series) to show to others in your organization, you 


may have them for the asking, 





ELECTRICAL SOUTH 





is one of the 129 members of The Associated Business Papers, 
whose chief purpose is to maintain the highest standards of editorial 
helpfulness—for the benefit of reader and advertiser alike. 
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wee il ERE’S a set of tools that enables your linemen to handle any kind of rural 

line maintenance job. All these tools are made to the highest standards of 
workmanship—and have been tested and proven in use. They are ruggedly 
constructed for long hard use—and well designed to make them simple and easy 
to use. All wood parts are tested to 75,000 volts per foot for 5 minutes. 








These dependable tools are available in complete sets as shown—or you may 
select the tools you want, to make up your own set. 





Here’s what you get in the Kearney Rural Line Tool Set No. 4778-3, which 
is shown above: 1 Chain rope hitch—2 Pol-Grips 1.25’ to 3’’—2 Pol-Grip extensions— 
2 Lift-Pol snubs—2 Fit-on tie heads—1 Insulated pliers 1.25” x 5’, oak—1 Lift-Pol, 2’’ x 10’— 
1 Han-Pol, 1.5’ x 10’—2 Combination tie sticks—1 Lift-Pol, 2.5’ x 16’, spliced—1 Side 


arm, 9’ long, less fittings—1 Insulator conductor holder assembly—1 Side Arm attach- 









ment—1 Brace bracket assembly—4 Conductor holders—1 Pol-Band, 2.5’’—2 Line guard 






assemblies. 
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OVERHEAD AND UNDERGROUND UTILITY EQUIPMENT 
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IwIIS 
YOUR 
WAREHOUSE 


Use it to save time, increase 
your profit. Complete stocks 
of nearly every item are ready 
the same day order is re- 
ceived. You get what you 
want on time — and you get 


it RIGHT! 


IWI MEANS 
SERVICE 


GOT IT? 


A complete listing of mate- 
rials, tools and equipment 
every shop uses every day. 
Page after page — every 
item clearly listed for quick 
finding, easy ordering. 


GET IT! 
IT’S FREE 


INSULATION AND WIRES INCORPORATED 
Offices and Warehouses in: ST. LOUIS 3, MO. « ATLANTA, GA. « HOUSTON 3, TEXAS 


ONE STOP 
SERVICE | 


EVERYTHING YOU NEED 
FOR MOTOR REPAIRING 


TUBING and SLEEVING 








Get all your mate- 
rials, tools, equip- 
ment from a single 
source—one order, 
one delivery, one 
invoice. 


co 
FAST S 


DIEFLEX TUBING AND SLEEVING 
—ts Zuality Protects You! 


DIEFLEX VARNISHED TUBING and SATURATED SLEEVING 
helps you do the job right the first time—insures you against failures and 
the extra cost of doing the job over. 

DIEFLEX TUBING and SLEEVING gives you all these benefits- 
moisture, oil and acid proof—extra flexible for easy handling—smooth bore 
inside—wires won’t snag—smooth outside—won’t fray or crack—stays 
round, will not flatten—stands up under extreme temperatures and ordinary 
baking—has high dielectric strength—meets or beats ASTM Standards. 

Protect your labor and profits with DIEFLEX TUBING and SLEEV- 
ING! Ask For Free Sample Set. 


VARTEX CLOTH AND TAPE 
— The Peak of Zuality! 


With VARTEX CLOTHS AND TAPES you get all the features you want 


a 














Ms 





— flexibility at any temperature — easy workability — great mechanical 
strength — excellent dielectric property — maximum resistance against 
grease, oil, acid, alkali, heat, moisture and abrasion. 
. VARTEX is made from the finest, strong long-staple cotton and the best 
insulating varnish — is made to guarantee perfect uniformity — is thor- 
oughly dependable and low in cost. VARTEX protects your work against 
failure, safeguards against comebacks, insures customer satisfaction. 
VARTEX in all sizes and thickness is carried in stock for immediate 
delivery. Ask for samples and prices. 


MANHING INSULATING PAPERS 
—Fhey're Tough! 


MANNING No. 300 gives you the best in insulating papers—100% rag 
content—top dielectric strength—better heat—aging qualities—protection 
a shorts or grounds—maximum varnish absorption—always uniform 
in thickness. 


MANNING 300 PAPERS are tough to tear and give you the most for 
your money. You won’t have to do your work over and waste your profits 
if you uue MANNING INSULATING PAPERS. 


All convenient sheet sizes and weights are carried in stock. Send for 
samples and prices. 
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{ Gow can find the 
EXACT FITTING 


you need — in the 
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The conductor fittings shown 
here can only suggest the wide 
variety. You’ll find practically every 
good type, in a complete range of sizes. 













New connectors are constantly being 
added - - so when you need a special 
fitting for an unusual service, tell us 
about it. Most likely we have exactly 
what you want. 


Better design is a Penn-Union feature 
that you’ll appreciate. For example, note 
the large gripping surfaces for wrenches, 
on the service connector shown in the 














upper left corner. When you use any 
Penn-Union fitting, you are sure that 
it is dependable - - mechanically and 
electrically. 





Preferred by Leading Users, who have 
found that the “Penn-Union” mark on a 
connector is their best guarantee of 


¥ unfailing service. 
<A, <, PENN-UNION ELECTRIC CORP., Erie, Pa. 
L. MORRIS LANDERS 


315 Walton Bldg. 


OUNDING CONNECTORS 






Atlanta, Ga. 


ig MANY MORE —_ BEN K. PATTON WALTER J. HUEMMER 


Gulf Sales Agency, Dallas Transfer & 
ee | 504 Delta Bldg. Term. Wareh. Bldg. 
New Orleans, Louisiana Dallas, Texas 


-UNION | 
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PANELBOARDS 


LIGHTING EQUIPMENT AND PITCHERS 
are judged in much the same way...their control has to be 
perfect. And at Fenway Park, home of the Boston Red Sox, 
the lighting controls for night baseball games are pro- 
viding the same kind of dependable performance that 
fans expect of a 20-game winner. 

These lighting controls are @ N1iP-3L Raintite Panel- 
boards. Approximately 1300 circuits and floodlights are 
controlled by 46 of these efficient @ Panelboards. In 
addition, each panel is weather-protected with ‘‘raintite” 
enclosures to assure night after night and season after 
season of dependable performance. 

This same type of perfect control is available in a variety 
of @ Panelboards for industrial plants, stores, offices or 
wherever light and power control has to be dependable, 
trouble-free... perfect, that is. 











N1P branch circuit panelboards have sin- 
gle pole, plug fuse only branches and are 
available in 8 to 40 circuits, 3 and 4 wire 
mains. For more details about @ Panel- 
boards, consult your nearest @ Represent- 
ative (he’s listed in Sweet’s)...or write 
for Panelboard Bulletin No. 301. 


‘en-°: 





Srank el(dam Electric Co. 


ST. LOUIS 13, MISSOURI 











Sm i BUSDUCT © PANELBOARDS ¢ SWITCHBOARDS © SERVICE 
“LOAD CENTERS © QUIKHETER 
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ol S. Attic Fans 


TRADE MARK 








Expand your business and your profits by selling 
modern COOLAIR equipment. Coolair fans, for in- 
dustrial and home installations, will build good will 
for your store because of greater value to your 
customers, 


No other fan offers all of the quality features 
found in Coolair Fans. Customers are assured of the 
utmost in satisfaction because Coolair Fans are: 


QUIETER ... Patented spring mountings and 
streamlined inlet absorb vibration noise! 


LONGER-LIVED . . . Oversize SKF ball bear- 
ings, welded-steel frame and precision manu- 
facture add many years of useful service! 


MORE ECONOMICAL . . . Eight-blade design 
means slower operating speeds, less wear and 
longer trouble free performance! 


Your Coolair distributor or agent has full infor- 
mation on the profit opportunities awaiting Coolair 
dealers. Get in touch with him now... Start your plans 
for extra profits as an Authorized Coolair Dealer! 





A fall description of the Coolair line, with tables 
showing models, dimensions, performance data, 
ete. can be found in 


SWEET’S CATALOG SWEET’S CATALOG 
FILE FILE 
Architectural For Builders 
A.S.H.V.E. GUIDE ELECTRICAL BUYERS 

REFERENCE 

















3604 MAYFLOWER ST., JACKSONVILLE, FLORIDA 
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Hubbard Autogaps 


are furnished in three sizes with 
ester voltage ratings 
V. and 9000 V. 
hed with drop-out 
hment Brackets are 
ansformer, pole or 
a cost. Specify 
ty desired. 
The cut-away drawing and oscil- 
lograms show the construction 
and operation of the Hubbard 
AutogaPp principle. Years of serv- 
ice in the field, with no failures, 
is the achievement of the Auto- 
gap, the most outstanding Light- 
ning Arrester ever built. 


muc 
and, 

LINE VOLTAGE ; uses 
all t 

““ 


con 
Fos 
ing 
Div 
buil 
out 


Pittsburgh Ch 
icago 
Oakland, California 
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A NEW REMOTE CONTROL wiring 
stem which makes possible a com- 
pletely new and more flexible method 
of controlling lights and outlets in 
the home, farm, office or factory was 
announced recently by the General 
Electric Company. 

Incorporating a new line of wiring 
materials, the system is safer than the 
ordinary wiring method, climinates 
much large and expensive material 
and, at low cost, greatly extends the 
uses and convenience of the wiring in 
all types of buildings. 

“Principal advantage of the remote 
control system,” according to T. D. 
Foster, sales manager of the G-E Wir- 
ing Device and Accessory Equipment 
Divisions, “is that it permits the 
building owner to switch on lights, 
outlets or small appliances from any 


Source of power for the low-voltage 
control circuit is a small 25-volt 


transformer such as the one being 
installed here. 
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EMOTE = TROL \ IRING 


wiring flexibility and 


Increased 





adequacy possible with new system. 


number of points within the build- 
ing. 

“Up to now, because of the need 
for special cables and switches, the use 
and flexibility of the average wiring 
system has been restricted. Multi- 
switch control of lights is practically 
never found in low-cost houses and 
rarely in expensive ones. Nor is it used 
to any great extent on farms, in of- 
fices or factories. 

“But with the new system, it is 
possible to have any number of con- 
trols for certain lights or outlets where 
formerly the cost of installing more 
than one switch would have been 
prohibitive,” Mr. Foster said. 


Here a workman illustrates how the 
light weight Flamenol-insulated wire 
is installed for the switch circuits 


that control relays at outlets. 





Listing some of the new conven- 
iences possible with the remote con- 
trol wiring system, Mr. Foster point- 
ed out that front and back door lights 
may be controlled, not only at the 
doors, but from the kitchen and mas- 
ter bedroom; the radio outlet may be 
controlled from the telephone loca- 
tion; the kitchen convenience outlet 
into which the electric coffee maker 
is plugged may be controlled from the 
bedroom when the family gets up; 
and the entire house lighting system 
may be switched on from the bedroom 
if an intruder enters. 

On the farm, the lights in a barn 
may be turned on from any entrance 


Final connection is being made here 

to one of the 25-volt relays. The 110- 

volt contacts of the relay are inside 
the outlet box. 
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This model wiring set-up shows how the new remote control 
wiring system (left) eliminates the need for much of the 
large special equipment required in conventional wiring 
system (right). Remote control system differs from con- 
ventional system in that switches are connected to the out- 


(formerly, because of the long runs of 
cable required, sufficient switch con- 
trol was prohibitive in cost). Yard 
lights may be controlled from any 
farm building, and the hotbed turned 
on from inside the house. 

In offices and factories, the lights 
near windows may be turned off with- 
out affecting those further from the 
windows; lights throughout the build- 
ings may be controlled by the night 
watchman or cleaning crew from one 
or two points; small machines may be 
turned off at lunchtime from the 
foreman’s desk. In addition, the re- 
mote control system permits the ready 
changing of switch locations when 
partitions are changed. 

Easy to install either in new or old 
buildings, the new wiring system dif- 
fers from the conventional system in 
that the switches are connected to the 
outlets which they control by a new 
light-weight Flamenol-insulated 22- 
gage wire carrying only 25 volts. 
Finger pressure on the 25-volt switch- 
es activates 25-volt relays mounted at 
the lights or outlets; and the relays, in 
turn, turn the lights on or off. A 
small transformer installed some- 
where in the building provides the 
low voltage. 
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Because of the low voltage at the 
switches, Mr. Foster pointed out, the 
danger of shock is eliminated. “This 
is especially important where switches 
have to be operated in bathrooms, 
laundries, or kitchens,” he said. 

The switches used in the new sys- 
tem are very small, eliminate the use 
of wallplates and do not have to be 
mounted in large switch boxes. A 
gentle push on the switch turns the 
light on or off. Only one type of 
switch is installed, no matter how 
many control points are needed. 

Although he could not give any 
actual installation costs because of the 
newness of the system, Mr. Foster 
said that up to a certain point the 
more lights that are operated by a re- 
mote control system, the greater the 
saving. “It is cheaper to install a con- 
ventional wiring system to control one, 
two or more lights from a single 
switch,” he said. “But generally 
speaking, a remote control system is 
cheaper when the same lights are con- 
trolled from two, three, four or more 
switches.” 

Mr. Foster said that the five com- 
ponents of the new General Electric 
remote control system are now in 
production. ‘Twenty-five houses now 
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lets, not by cable, but by a new light-weight Flamenol- 
insulated wire carrying only 25 volts. A small relay at- 
tached to the outlet box actually closes the circuit to the 
110-volt lamp or other device. The circuit illustrated at 
the left is an outlet box and a 4-way switch control circuit. 


being built across the country in con- 
nection with the showing of the new 
motion picture, “Mr. Blandings Builds 
His Dream House,” will be equipped 
with the new system. 

Because it operates in part at 25 
volts, the new remote control wiring 
system is not subject to the same code 
restrictions as the conventional sys- 
tem. Installation is simplified. The 
system can be short-circuited at any 
point without danger of excessive 
heat or fire. 

The restrictions imposed upon 
low-voltage systems by the National 
Electric Code are as follows: 

1. Remote control and signal sys- 
tems operating between 15 and 30 
volts shall have overcurrent protection 
limited to 3 amperes. If batteries, 
transformers, or other devices having 
inherent current-limiting characteris- 
tics and approved for the purpose are 
used for the circuit supply, the over- 
current protection may be omitted. 
Transformers shall be restricted in 
their rated output not to exceed 100- 
volt amperes. They shall be marked 
where plainly visible to show the vol- 
tage to be applied to the circuit and 
whether or not of the current-limiting 
types. (Continued on page 97) 









































PRESENT PLANS Of southern light 
and power companies for the pro- 
motion of adequate wiring are neither 
sensational nor dramatic. Designed 
for continuous promotion over a long 
period, they are comprehensive and 
substantial—and there is evidence that 
objectives are being achieved in spite 
of high building costs. 

In a recent issue of ELEcTRICAL 
SourH several outstanding programs 
were described in detail. Presented 
here are brief summaries of the pro- 
motional activities of several other 
companies. 

aS > x 

Gulf States Utilities Company, 
Beaumont, Texas; L. F. Riegel, gen- 
eral sales manager, reporting: 

“In our Residential Sales Program 
adequate wiring will have a very im- 





Adequate Wiring Activities 


Charles, Beaumont and Port Arthur, 
we are making major changes on our 
sales floors. We are incorporating in 
each of these places a kitchen plan- 
ning center and will at all times have 
a trained home service advisor on 
duty. To date, the Beaumont office 
has been completed, and we are help- 
ing our many customers and dealers 
plan electric kitchens. Of course, we 
give out literature and stress adequate 
wiring. 

“Our Home Service Program 
throughout the system also includes 
many talks on the necessity of ade- 
quate wiring. 

“Our farm representative in making 
contacts with both customers and 
county agents leaves a copy of the 
Handbook of Farmstead Wiring De- 
sign. We feel that he is doing a very 


adequate wiring to our rural customers 
as their wiring is often done by them- 
selves or some jack of all trades. 

“In the cities, our residential -sales- 
men are calling on new home owners, 
people who are remodeling, and are 
devoting a tremendous amount of ef- 
fort not only to sell a three-wire serv- 
ice but adequate wiring also through- 
out the home. 

“Our Lighting Department also 
works very closely with architects, 
builders, and the like and are securing 
fine results in getting adequate wir- 
ing installed in most of the com- 
mercial places. 

“There is a tremendous job to be 
done on this program of adequate wir- 
ing and we are far from satisfied with 
the job that has been done in our 
territory but very definitely will con- 





tinue to do everything possible to 
bring it to the attention of not only 
our own organization but customers 


at- 
the 
at 
uit, 


good job in getting the story of ade- 
quate wiring over. I cannot em- 
phasize too much the importance of 


portant part. At the present time, 
in the larger towns throughout our 
wstem such as Baton Rouge, Lake 
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larly helpful in the promotion of adequate wiring. A trained 


This attractive kitchen planning center in the Beaumont 
home service advisor is on duty at all times. 


office of Gulf States Utilities Company is proving particu- 
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and the many dealers throughout the 
system.” 
* * cos 

Union Elecrtic Company, St. Louis, 
Missouri; R. L. Coe, residential 
sales manager, reporting: 

“We are planning to train our own 
sales personnel by use of a correspond- 
ence course, part of which we have 
originated, the balance being the 
home economic training course origi- 
nated by the National Adequate Wir- 
ing Bureau. The first part of the 
course will be on the Handbook of 
Residential Wiring Design. This will 
be based on a study of the booklet 
and a review using some 25 questions 
taken from the booklet. The bal- 
ance will be the standard Adequate 
Wiring Bureau Plan. 


Heavy Use of Direct Mail 


“Our plan for selling adequate wir- 
ing to the home builders, electrical 
contractors, and building industry as 
a whole is based on a wiring check 
list which is essentially a booklet in 
which are listed the various uses of 
electricity room by room. This will 
be supported by newspaper advertising 
on a room by room basis together 
with group meetings to explain the 
plan, individual mailings as reminders 
to the electrical industry itself, and 
personal contacts with the building 
industry by our staff of building in- 
dustry representatives. 

“Our treatment of individuals who 
are building houses for their own oc- 
cupancy will be based on individual 
mailings from leads secured from 
Dodge reports and other lead sources 
describing the advantages to ‘Plan 
Ahead by Wiring Ahead.’ The mail- 
ings suggest that the recipients ask 
for this wiring check list. Upon re- 
ceipt of a request for the booklet 
by the individual, it will be delivered 
and explained, or if requested at any 
of our main or branch offices, it will 
be explained at that point. The pur- 
pose of this is to have the interested 
party peruse the booklet and check 
what they are using now and plan to 
use in the future so that in their talks 
with building or electrical contractors 
their wiring installation will be based 
on their present or anticipated uses 
of electricity for electrical living. 

“This program, supported by news- 
papers, direct mailings, window and 
floor displays and radio together with 
the co-operation of the electrical in- 
dustry, should have a very definite ef- 
fect upon new buildings and reflect 
favorably on the owner and occupants 
of existing buildings.” 

a a * 
Louisiana Power & Light Company, 
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New Orleans, Louisiana; C .L. Oster- 
berger, general sales manager, report- 
ing: 

“We are glad to give you an outline 
of what we are doing. Promotion of 
adequate wiring, however, requires a 
great number of activities to reach as 
many people as possible. Then when 
all of the activities are under way and 
the sponsor tries to evaluate the suc- 
cess of his promotion he wonders if 
any appreciable progress has been 
made That is our predicament now, 
so without commenting on the merits 
of the activities here is an outline of 
what is: being done down here. 

“Our Rural and Home Service Rep- 
resentatives use a demonstration wir- 
ing board before groups to demon- 
strate the value of proper size wire, 
how to locate shorts, and how to re- 
place fuses. 

“It is stated at all group meetings 
and on individual customer contacts 
that we will prepare wiring recom- 
mendations for new buildings. old 
buildings being remodeled, and for 
special equipment. 

“We teach adequate wiring in 4-H 
Club meetings, 4-H Club encamp- 
ments, veterans’ farm in service train- 
ing groups, vocational educational 
classes, and groups called together by 
extension agents. 

“Extension agents are assisted with 
talks on adequate wiring which they 
give at meetings and on the radio. 

“We have purchased and _ passed 
out at group meetings and on indi- 
vidual calls large quantities of the fol- 
lowing material: Wire Your Farm 
For Dollars and Sense, Farm Wiring 
Guide, Handbook of Residential Wir- 
ing Design, and Handbook of Farm- 
stead Wiring Design. 

“We have shown to vocational 
agricultural classes and other groups 
the following films: Wired For Life, 
Dawn of Better Living, and It’s a Bet- 
ter Life. 

“We have run ads in Electricity on 
the Farm, and a series of Adequate 
Wiring Bureau’s weekly cartoons in 
two papers. 

“We have worked with promotional 
builders and endeavored to have them 
include adequate wiring in their build- 
ings. Wiring plans are drawn for 
commercial and industrial customers 
and submitted to them, where possi- 
ble, with the electrical contractor who 
is to do the job. 

“We have recently purchased and 
will use the EEI commercial wiring 
slides. 

“We will have feature articles in 
our dealer publication Profit Builder, 
which has just been revived. 

“Dealers are urged to sell proper 
wiring to their customers who pur- 


chase such equipment as automatic 
washers, large portable motors, mod. 
ern kitchens and laundries, and new 
homes. 

“The above activities include fo; 
the most part the use of material made 
available by the National Adequate 
Wiring Bureau and manufacturers.” 

* * * 


Carolina Power & Light Compan 
Raleigh, North Carolina, H. G. Isley 
general sales manager, reporting: 

“While we have not organized ade. 
quate wiring bureaus due in a large 
measure to the type of towns which 
we serve, a considerable part of our 
program is devoted to the promotion 
of adequate wiring. 

“In each of our localities sales- 
trained personnel work closely with 
the members of the building profes- 
sion, including the contractors and 
speculative builders, with a careful 
follow-up on each piece of construc- 
tion and modernization to the end 
that we have been very successful in 
accomplishing the thing which we set 
out to do. 

“Our greatest concern within recent 
months has been to adequately pro- 
vide wiring for all electric kitchens in 
apartment houses and new homes. 
Through a report each month from 
every district we receive a complete 
summary of every home under con- 
struction and the results have been 
most gratifying.” 

cd 1x * 


Consolidated Gas Electric Light & 
Power Company of Baltimore, Balti- 
more, Maryland; C. J. Berry, illumi- 
nating engineer, reporting: 

“We send out to all new home 
prospects received from Dodge Re- 
ports a letter which emphasizes the 
use of wire of correct size and enough 
circuits and outlets so that residence 
occupants can use modern equipment 
for living comfort and labor saving 
convenience. We also enclose the 
EEI planned lighting booklet called 
Planning Your Home in the Right 
Light. This booklet is extremely 
helpful to the home owner in bring- 
ing out ideas for good lighting and 
wiring through the use of many 
photographs and sketches. 


Engineer as Consultant 


“The future new home owner is 
also informed in our letter that we 
would be glad to work with his archi- 
tect if he so desired. Our final para- 
graph in the letter stresses the fact 
that the house with adequate wiring 
is always worth more and _ it saves 
money to install it when building. We 
do not make a strong plea in the 

(Continued on page 95) 
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ELLING SPELLS SUCCESS 
IMpany 
>. Isley 
ing: 
ed ade 
a large IN THE TOWN of Buchanan, Virgi- possible service to every customer,” “We do not view the trivial repair 
- which M—nia, a town of 1,400 inhabitants, there J. K. Miller said. ‘We soon discov- job either as a nuisance or a dollar in 
of our igs a successful electric contractor who ered that most of our customers were the till,” Miller said, “but rather as 
motion does a volume of business that would having an extra receptacle installed, an opportunity to talk to a prospec- 
compare favorably with that of many so by giving each one of them extra __ tive buyer of everything we have to 

sales. city shops. attention and good wrokmanship, we sell. The woman who brings in a 
y with [his is Miller’s Electric Shop, found that some of them would be burned-out iron is a prospect for a 
profes. owned by J. K. Miller and R. C. Hill. in the market in the future for a wir- repair job, a new iron cord, a $200 
‘sand g/t was established four years ago on ing job with a hundred receptacles.” ironer, a new wiring job with more 
careful Mm the principles of code wiring, whether Each job, no matter how small, was convenient receptacles, and she can 
nstruc- gm or not the jobs were inspected, giving explored for the possibilities of future | be made into a customer that calls 
e end §— much attention to small contracts business. If the customer mentioned us first for everything in the electrical 
ful in 9 a to large ones. that he planned on building a new line. We've discovered that when we 
We set Today they accept work and make house in the future, he was imme- view these small jobs in that light, 

bids within a 150-mile radius, regu- _— diately solicited for the wiring job, — we consistently sell more wiring jobs 

recent Ip latly sell an extra $100 to $400 worth the light fixtures and electric appli- | and more merchandise.” 
DI of equipment with every wiring job, ances. He was told that planning on Mr. Miller keeps a team of from 
ns in @@ and now and then sell a house wiring all the appliances he was going to three to seven men busy. Sometimes 
omes, fm job and a $1000 electric kitchen with use at the same time the wiring _ he has to split them up into two or 
from jj wtomatic laundry and automatic dish- _—_ was laid out would not only save him __ three crews to get them to the jobs 
plete washer. money, but would result in greater and keep all those jobs moving along. 
con “We started out by giving the best _ efficiency and enjoyment of his home. (Continued on page 94) 
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J. K. Miller (left), of Miller’s Electric Shop, after selling 
a wiring contract for a new house, further interests the 
purchaser by demonstrating a radio-phonograph combi- 
nation. And similarly, R. C. Hill (right), co-owner of the 


shop, explains the details of an electric hot water heater 
to a customer who has already had his house wired by the 
partners. Both are instances of the firm’s policy of explor- 
ing each job for possibilities of future business 
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S. L. Dockery, of Dockery Electric 
Company, Birmingham, Alabama, has 
combined a thorough knowledge of 
automatic controls and_ electronics 
with well-planned operating methods 
to build a successful and profitable 
electrical contracting business in the 
last five years. 

Five years ago, Dockery started out 
on his own, after long experience in 
the electrical field, and he says the 
design and development of automatic 
controls have been his hobby. 

But he has made it his work, too, 
and a number of installations in Bir- 
mingham and in the state of Alabama 
attest to his designing knowledge and 
installation skill. Foremost among 
his recent installations are those of the 
Ward Baking Company, in Birming- 
ham, where he designed and installed 
automatic pan washers—a greasy pan 
enters the washer on one end and 
emerges from the other completely 
washed and dried. Also at this plant 
was an automatic control system on 
steam boilers that juggled the steam 
and gas fiame pressure so that steam 
pressure remained the same all the 
time. 

Another job is that of the Southern 
Household Company of Birmingham, 
furniture manufacturers — “A com- 
pletely automatic plant,” Dockery 
says. “It’s absolutely foolproof as far 
as control of painting and spray-paint- 
ing on an assembly basis is concerned 
—the slightest variation in movement 
or drag on the conveyor, and the en- 
tire plant will shut down automati- 
cally.” 

In fact, Dockery enjoys the design 
of these control systems so much that 
he charges only on workmen’s time 
and materials basis, charging up noth- 
ing for his own time that he spends 
in designing and seeing that the in- 
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stallation is made properly. This has, 
of course, worked strongly in his 
favor in getting him jobs. Of course, 
he does not generally offer his engi- 
neering services until he is pretty sure 
he has a good chance of getting the 
job. 

“However,” he reports, “I like to 
pick the jobs that everyone else falls 
down on.” By this, of course, he 
means the designing of systems of 
automatic controls, which is his parti- 
cular field. 

Combined with Dockery’s work in 
this field is the experience of his fore- 
man, M. Booth, in construction wir- 
ing. Booth takes the major responsi- 
bility in keeping the trucks going and 
in managing the work of the men, 
while Dockery is busy with the engi- 
neering and design work. 

Special operational methods used 
by this company in supplying their 
workmen on the job reduce the ex- 
penses and time of accomplishing any 
certain job, which is serious on a 
contract job. 

The operation of a truck is costly 
even on a time and materials basis, 
however, and realizing this, Dockery 
outfitted each of his four panel trucks 
with special bins to carry a definite 
amount of materials all the time. It 
is the driver’s responsibility to keep 
this truck stocked with each item— 
connectors, cable, regulation switches, 
etc.—each of which is checked against 
him when it goes on his truck. He 
is then responsible for this material. 


Whenever the workmen are on th 
job, they merely have to go to the 
truck for a part, and do not have t 
drive it all the way back to the shop 
using up gas and oil and bringing wp 
other maintenance expenditures jy 
connection with the truck’s operation 
Approximately $1,000 worth of sup. 
plies is kept on each of these truck; 
all the time. 

Then, too, another device designed 
by Dockery aids the workmen on the 
job, by keeping them from having to 
return to the truck for e»ch individual 
part. It is a rack of 12 parts bin 
(bins made from bread pans turned in 
as junk by a baking company) which 
can be carried easily. Each of the 
bins has a store of the particular part; 
needed on a specific job. This rack 
of bins is carned along to that job, 
keeping the workmen from having 
to return to the truck for every small 
part. 

“I consider the saving of time more 
valuable than the occasional loss of 
some materials,” Dockery says. “If 
you have good workmen, their losses 
will be small, and they will often 
make it up in the saving of material 
on the job. Some workmen couldn't 
wire a house with two rolls of wite, 
while another could do it with half a 
roll. It’s the latter kind of workmen 
the contractor needs.” 

M. Booth, foreman, says, “We keep 
about as complete a stock of supplies 

(Continued on page 92) 


S. L. Dockery, Jr., left, helps to replenish supplies on one of the Dockery 

Electric Company trucks in Birmingham, Alabama. This company has 

eliminated much wasted mileage by providing a regular system of reloading 
and stocking trucks, 
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WHILE LACK of adequate inspection 

to be deplored, a non-inspection 
ra can be a veritable gold mince ot 
wwiring prospects for a reputable and 
competent wiring contractor. 

This was discovered in the case of 
the Real Electric Company, of Owens 
ro, Kentucky, which opened a 
branch shop and appliance store about 
‘wo years ago in Central City, under 
the management of C. H. Risley. 

Ihe best indication of the state ot 
the existing wiring in the area, which 
is largely industrial, was reflected in 
the large number of trouble calls re 
cived. Mr. Risley, who checked on 
virtually all the calls, soon discovered 
that emergency repairing was not the 
iswer—in many cases complete re- 
wiring was necessary, not only to keep 
the plant in operation but actually to 
prevent it from burning down. 

Other situations were less danger- 
ous but provided the owner with re 
duced service through loss of time 
ind loss of light. A common situation 
was “rat’s nest” wiring which had 
gown upon existing wiring that prob- 
ably was adequate in the first place 
but had been outgrown. 

Mr. Risley also discovered that fire 
insurance companies were apprehen 
‘ive; in fact, insurance companies 
were glad to give him a list of pros- 
pects for rewiring jobs in uninspected 
territories. 
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A few specific examples of these 
conditions are described in the follow- 
ing case histories: 

A call was received to repair a drum 
starter in a feed and flour mill. Mr. 
Risley suggested installation of the 





Cc. H. Risley, manager of Real 


Electric Co., Central City, Ky., 
studies a set of plans for a rewir- 
ing job. Typical of such jobs is the 
school shown above where the en- 
trance panel was changed from 60 
amperes to 200 amperes, fluoresc- 
ent lights were installed through- 
out, and old wiring completely 

replaced. 























Non-inspection areas 


fertile fields for rewiring centracts 





latest type of magnetic starters. The 
manager objected because he knew of 
a plant using them and they had to 
wire them to the “on” position me- 
chanically. Mr. Risley offered to in- 
stall the magnetic starter and accept 
payment only after it had been in sat- 
isfactory operation long cnough to 
completely satisfy the owner. 

He discovered panels hot from over- 
load, branch lines overloaded, and a 
scrious fire hazard in the plant. As 
new machinery had been added, in- 
stallation crews had apparently con- 
nected to the nearest line without re- 
gard to its load. 

After the magnetic starter had per- 
formed satisfactorily and several other 
service calls had been made to the 
plant, Mr. Risley suggested to the 
manager that he consider a complete 
rewiring job with explosion-proot 
equipment before the present system 
burned out. The manager was inter 
ested, as well as the insurance com- 
pany, and it was discovered that the 
insurance rate could be lowered and 
the powcr cost reduced with a new 
witing job. Mr. Riley went over 
the plant with the manager, showing 
him the dangerous spots, the wires 
hot from overload, the error of having 
a wiring system which takes an enor- 
mous voltage drop when motors are 
started. The manager was convinced 

(Continued on page 93) 
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Question: The definitions in the 
Code are difterent in some ways from 
those in my dictionary. Which should 
be followed? 

Answer: The definitions given in 
the Code govern. For definitions not 
listed in the Code, use the American 
Standard Definitions of Electrical 
Terms, ASA C42.—J. D. Brooks. 


* * * 


Question: I find it almost impos- 
sible to be sure that I have a com- 
plete answer to my problem when I 
look up something in the Code. How 
can I be sure that I have looked in 
the right place? 

Answer: It is necessary to know the 
arrangement of the Code. ‘The first 
four chapters are of general applica- 
tion. These are: 1. General; 2. Wir- 
ing Design and Protection; 3. Wiring 
Methods and Materials; and 4. Equip- 
ment for General Use. The next 
three chapters apply to installations 
involving special problems. They 
are: 5. Special Occupancies; 6. Special 
Equipment; and Special Condi- 
tions. ‘These chapters may add to or 
change the general rules laid down in 
the first three chapters. Chapter 8 
is an independent chapter on Com- 
munciation Systems. Chapter 9 cov- 
ers Construction Specifications for 
materials, not installation jobs. In 
Chapter 10 we find the Tables, Dia 
grams and Examples. 

Under each chapter heading in the 
Table of Contents we find a list of 
articles included in the chapter. Fami 
liarity with these headings will en- 
able you to run down all references to 
a problem. When using the index, 
you will be able to tcll from the Sec- 
tion numbers given, whcther the rule, 
when looked up, will refer to your 
problem. For instance, if vou want to 
know the minimum size conductor 
permitted for a feeder, vou would look 
in the index under Conductors and 
find that Feeders are not listed. The 
116 references listed are not of much 
help. But knowing that your problem 
relates to wiring design you now look 
in the Table of Contents under Chap. 
ter 2. Immediately you find that 
Article 220 deals with Feeders. Turn- 
to page 33 you find Section 220] 
headed Feeder Size. The answer is 
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found in that section. Similarly if 
it were a service conductor you would 
look up Article 230. If high voltage 
were involved, you would look up 
Article 710 for any special conditions 
and additional requirements.—J. D. 
Brooks. 


*x 


Question: What insulation resis- 
tance is suggested for branch circuits 
with and without fixtures? 

Answer: 1. For circuits of No. 14 
and No. 12 wire, 1,000,000 ohms. 

2. Panelboards, fuse-holders, 
switches, etc., should be in place. 

3. If lampholders, receptacles, fix- 
tures or appliances are also connected, 
the minimum resistance is one-half or 
500,000 ohms. 

4. If the wiring is exposed to exces- 
sive humidity, it may be necessary to 
modify the foregoing provisions. 

The insulation resistance table is 
suggested as a guide. The Code merely 
requires freedom from  short-circuits 
and grounds when the wiring system 
is completed. Section 1119. Tests 
should be made with fairly high volt- 
age, low direct current if runs are 
long and wires are metal enclosed. 
Alternating current tends to flow 
through the capacity of the conduc- 
tors, making the current reading high, 
and high amperage circuits tend to 
read low because the resistance in 
the conductors will limit the flow of 
current by adding the conductor re- 
sistance to that of the ground or short- 


circuit—J. D. Brooks. 


Question: In several instances the 
inspector and I do not agree as to the 
proper interpretation to be placed 
upon various rules. Do I have any 
recourse? 

Answer: The administrative au- 
thority supervising enforcement of 
the Code has responsibility for making 
interpretations of the rules, for de- 
ciding upon the approval of equip- 
ment and materials, and for granting 
the special permission contemplated 
in a number of the rules. As it is 
customary to revise the Code periodi- 
cally, the latest edition should always 
be used. Examiners and inspectors 
do not always have complete facilities 


for testing materials and equipment; 
therefore, to avoid confusion and con 
flicting reports, the test reports of na 
tionally recognized laboratories, 

as the Underwriters’ Laborato 
Inc., are generally used. These | 
include experiments, inspection 
factory-made goods and field inspec. 
tion of material in service. 

In order to promote uniformit 
interpretation and application of the 
Code, the Electrical Committec 
the National Fire Protection Ass 
tion has established a formal p 
dure for rendering interpretation 
case of question. Applications fo 
terpretations should be addressed 
the National Fire Protection Ass 
tion, 60 Batterymarch Street, Bc 
10, Massachusetts. Those’ desiring a1 
interpretation must supply the Ch 
man of the Flectrical Committee wit! 
five identical copies of a staten 
in which shall appear specific 
ence to a single problem, paragi 
or section. Such a statement n 
be on the business stationery of 
inquirer and must be signed.—} 


Brooks. 


1) 


Question: Article 700 relate: 
emergency lighting and refers to S 
tion 5202 which mentions theater 
seating more than 100 persons. I! 
do I know if emergency or exit light 
ing is required for other buildings? 

Answer: Such systems are required 
by municipal, state or other co 
The Building Exits Code of the N 
tional Fire Protection Association, 6! 
Batterymarch Street, Boston, Ma: 
chusetts, sets forth standards for si 
lighting and signs. Section 12 
quires installations in conformity v 
Article 700 of the NEC to light 
floor of exit ways of buildings used | 
public assembly or  congregatio1 
schools, department stores, factori 
mills, etc. Intersections of corrid 
and passageways, stairways, landings 
and exit doorways must be lighted to 
intensities of not less than 1.0 foot 
candle; other points to not less than 
0.5 foot-candle. 

The requirement for lighting exits 
from a source independent of t! 
general building lighting will app! 
only to: 
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(a) All places of public assembly. 
Exceptions: 
|) Churches used exclusively for 
religious purposes. 
2) Places of public assembly 
where assembly room floor area does 
not exceed 7,000 sq. ft. and where 
exit doors are within 5 ft. of grade 
evel and where there are no balconies 
ind where all exits lead directly to the 
utside of the building. 
b) Department stores of over 5,- 
00 sq. ft. area on any one floor. 
c) Hotels with sleeping accommo 
dations for more than 100 persons. 
Hospitals, sanitaria and correc- 
institutions in accordance with 
Par. 2466. 
NOTE: Green is prescribed for exit 
signs in conformity with the color 
cheme adopted for traffic signals.— 


|. D. Brooks. 


Question: The NEC does not seem 
ver fire alarm systems. What 
ire to be followed? 

Answer: The National Board of 

Underwriters, 85 John Street, 
New York, N. Y., has three scts of 
dards for fire alarm systems, as 

l. For the city: Municipal Fire 

\lam Systems, NBFU Pamphlet No. 


lor the building with a local sys- 
Proprietory, Auxiliary and Local 
for Watchman, Fire Alarm 
Service, NBFU 


ovstems 
Supervisory 
mphlet No. 72. 
3. For the central station: Central 
Station Protective Signaling Svstems 
r Watchmen, Fire Alarm and Sup- 
ry Service, NBFU Pamphlet No. 


lhe standards are also obtainable 
the National Fire Protection 

\ssociation. 

Section 10 of the Building Exits 


] 


ide contains the following require- 
1000. Alarm systems, in accordance 
vith the following specifications, shall 

provided in all buildings where 
required by the several occupancy sec 





tions, and aiso in all buildings of the 
tollowing classes (subject to the pro 
sions of the occupancy sections ap- 
plying ) : 


Used as sleeping quarters bv 
or more persons. 

Used above or below the 
(or ground) floor by forty or 
more persons. 

Used above the second floor 

or in sub-basements by twenty or more 
persons. 

If a building is divided by one or 
more fire walls, each section shall be 
considered a separate building in ap- 


twenty 
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plying the foregoing requirements.— 








J. D. Brooks. 
a aE * 

Question: What is a branch cir- 
cuit. within the meaning of Article 
210? 

Answer: That portion of a wiring 
system extending beyond the final 
overcurrent device protecting the cir- 
cuit. A device not approved for 
branch circuit protection, such as a 
thermal cutout-or motor overload pro- 
tective device, is not considered as 
the overcurrent device protecting the 
circuit. Article 210 applies to branch 
circuits supplving lighting or ap- 
pliance loads or combinations of such 
loads. Article 430 applies if the 
branch circuit supplies only motor 
loads. Articles 210 and 430 both 
apply to circuits supplying motor-op- 
erated appliances and lighting or other 
appliance loads. For exceptions see 
Section 2102.—J. D. Brooks. 

Question: Are brazed or welded 
splices acceptable? 

Answer: Yes. Conductors shall be 
so spliced or joined as to be electri- 
cally and mechanically secure with- 
out solder and, unless an approved 
splicing device is used, shall then be 
soldered with a fusible metal or allov, 
or brazed or welded. Section 1118. 


—J. D. Brooks. 


Question: When must a neutral be 
grounded, when must it not be 
grounded and when it is optional? 
Also tell me when the neutral must be 
white, when it is optional and when 
a white covering cannot be used. 

Answer: Section 93101 requires a 
grounded circuit or feeder wire to be 
continuously white or natural gray for 
No. 6 or smaller, except tvpes WP 
and SBW. 

Section 2005 requires wires larger 
than No. 6 and type WP conductors 
used indoors to be marked at the ter- 
minals. 


A series of Questions and 
Answers on the National 
Electrical Code will appear 
as a regular feature’ in 
forthcoming issues of this 
publication. 

Readers are invited to 
send in Code problems and 
questions upon which they 
would like to have expert 
opinion. 

Discussion from readers 
on any of the questions 
published will. be welcome. 





Section 94002 requires a grounded 
flexible cord conductor to be con- 
tinuously white or natural gray, or to 
have a tracer in the braid, or a colored 
separator, or tinned conductors or 
surface stripe, ridge or groove. 
Section 2006 permits the white 
conductor to be used as a hot leg if 
painted at each visible point. The 
identified cord conductor may be so 
used if there is no grounded conduc- 
tor required. Switch loops need not 
be painted if they are so made up 
that the return wire is the right color. 
Section 94003 makes a distinction 
between a grounded conductor (neu- 


tral) and a_ grounding conductor 
(ground). A grounding conductor in 
a cord must be finished in green. 


This conductor may be used as a hot 
wire if no ground wire is used. 
Section 2007 requires the grounded 
conductor of polyphase circuits to be 
identified, if present. 
Section 2008 requires terminals to 
be so marked that it is clearly evident 


which is to be connected to the 
grounded conductor. 
Section 2001 requires systems in 


general to have an identified grounded 


conductor. The exceptions are as 
follows: 
Where terminals are marked for 


wires larger than No. 6 and for weath- 
erproof wires used indoors. Section 
2005-b. 

Circuits tapped from a 
system, where the grounded conductor 
is not used, as a 3-phase circuit from 
need not have a 
grounded conductor. Section 2007. 

Two-wire d-c, not more than 300 
volts may be grounded or, for indus- 


grounded 


a 4-wire system 


trial use in limited areas, may be 
equipped with a ground detector. Sec 
tion 2512. 


A-c systems, not over 150 volts to 
ground, are required to be grounded; 
higher voltages may be grounded. 
Bare service neutral conductors must 
be grounded. Scction 2514. 

Electric furnace circuits need not 
be grounded. Section 2515 (Sec also 
5083). 

Crane circuits operating over com- 
bustible fibers must not be grounded. 
Section 2516 

Circuits of less than 50 volts need 
not be grounded unless the primary is 
more than 150 volts to ground, or 
the primary is ungrounded, or the 
wires are run overhead outdoors. Sec- 
tion 2517 (See also 2545-c. Insulat- 
ing transformers). 

The utility company and the in- 
spection authority should be consulted 
before attempting to ground a system 
not already grounded at its source.—~ 
J. D. Brooks. 
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“KNOCK ’EM OUT with service’’ is 
the unusual merchandising slogan 
which Nat Kupper, home appliance 
dealer of Miami, has used successfully 
in his new three-story appliance store, 
just off busy Flagler Street in the 
Florida resort city. 

T'wo years ago Mr. Kupper was one 


bring 


selling set-up is what it will be from 
here on out.” 


(hem In. 


department with a record sect 
which carries a $5,000 inventory of 





of the busiest building contractors in Before he took over his present popular records, and a _ complete he 
Miami, erecting hundreds of con- franchise, Kupper spent a lot of time yhotographic supply departm 
5 P} ] ] I j iC 


crete-block and stucco homes, travel- 
ing around the country getting build- 
ing materials, straightening out credit 
tangles, etc. Then Mr. Kupper de 
cided to enter the appliance merchan 
dising field—a decision based on his 


The same experience made it pos 
sible tur him to win a valuable fran 
chise in the Miami area, which he 
considered so important that he 


visiting other dealers, and finding out 
“what made the business tick.” H« 
gathercd merchandising articles from 
leading electrical trade publications, 
and built up a file covering even 
phase of selling or service practice. 


an idea of discovering which could 
be depended upon to build more traf 
fic through the store. 

The result is one of the most un 








worth $11,000. 

“All of these are traffic builders, 
Kupper said. ‘We've proved to ow 
selves that phonograph records 
camera supplies go hand in ha 
Both of them bring in the same 


likely to use a lot of records. W< 
use the record department to cr¢ 
a traffic of something like 300 pco 
ple per day, another 200 or more 








. background of experience installing Finally, he thoroughly explored th¢ of customer, and the family wh nie 
appliances in small homes. supplementary merchandise field with shoot a lot of snapshots are just rc 





marked time for two years until de usual appliance dealerships in the into the photographic departm« 1D 

liveries began rolling in. He spent country. The store has a new forts ind both serve as feeders to the ra 
most of those two years figuring out foot front, with huge plate glass win department. We’'re selling a lot 

what kinks had held back successful dows slanting in toward two en small radios at a time when the 4 
appliance retailing before the war, trances. In between tthe two en- a drug on the market elsewhere, 

and how to go about setting up an ef trances is a “feature of the day” win- cause we feature low prices, and 1 

ficient service department. dow which will offer some kind of cause we service them all.” \ 

“T figured that January 1 was time bargain in appliances every day in the Records and the camera depart K 

to get going on the competitive mar- vear. The interior is divided into mentment alone are not all of the sa 

ket ahead,” Mr. Kupper said. “Up two units by a partitioning wall, with traffic builders which the Kupper if 

until then, we, like most other elec small appliances, refrigerators, ranges, store has to offer. At the back of af 

trical dealerships, had merely been washing machines, home freezers, the store is a payment office in which 0 

taking orders and delivering goods. commercial-size_ refrigerators, model customers may pay their gas and ele 0 

: Now, we're selling. Conditions now kitchens, etc., on the left. tric bills, and for an unusual note, C 

e are pretty much as they will be for On the right, as “traffic magnets,” Butane-gas bills. One of the largest p 

the next ten years, so our present Mr. Kupper has sect up a huge radio liquified petroleum gas distributors 5 
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REPAIRS 


with service! 





in the area has worked out the friend 
mutual benefit plan with Kuppers, 
vherecby such customers may pa\ 
their gas bills in the downtown clec 
trical store. In return, the L. P. gas 
stibutor recommends Kupper ap 
liances to its gas customers—and 
body’s happy. 
his arrangement brings something 
ike 500 additional prospective custo- 
mers into the store every month, Kup- 
per points out—and it is a cinch that 
hile most of these customers may 
be using L. P. gas for cooking, heat 
ing, or even refrigeration, they are 
vide open for many modern home 
ippliances electrically operated. 
Sclling nght now on the Kupper 
les corps is done by six specialty 
sales people, three attached to the 
radio, record, and camera department, 
id three more to major appliances. 
Making a study of incentive plans, 
Kupper hit upon a system whereby 
sales people are paid a flat salary, with 
1% commission on small appliances 
after the salary has been carned, 3% 
on allotted major appliances, and 6% 
on non-allotted appliances. The 6% 
commission naturally spurs sales peo- 
ple to move out the unrestricted lines 
such as home freezers, radios, wash- 
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ing machines, automatic dishwashers, 
ctc.. and the Miami store enjoys 
probably one of the best-balanced 
sales turnover in the country. 

As soon as they can be trained, 
the veteran major appliance sales staff 
is going to be split into junior and 
senior salesmen. Supervising the en- 
tire crew will be one “Closer” whose 
job it will be to set up the selling 
program, and to close all of those 
hanging on the fence. Junior sales- 
men will serve on the floor until they 
absorb sufficient experience to go on 
the outside, following up the many 
prospects the store already has on its 
list. 

“We intend to have one junior 
salesman for each senior salesman, 
working together on the floor and in 
making outside calls,” Mr. Kupper 
said. ““We hold a regular sales meet- 
ing every Monday morning before 
store openings, which gives the boys 
a chance to air their views as a group. 
However, being attached to a sage 
old-timer is the best training for a 
newcomer in the appliance selling 
game, and so we're going to use the 
junior-senior method of training. 

“All of the junior salesmen will 
learn how to give demonstrations of 


. 


DEMONSTRATIONS 









appliances, radios, etc., in the home, 
and will receive the same commissions 
as the senior salesmen, although they 
will have a smaller salary to begin 
with and are expected to learn fast.” 

Backing up the sales crew, Kupper 
has thoroughly sold himself on the 
value of service merchandising. 

“To put it mildly we’re attempting 
ing to knock our customers out with 
good service,” he said, “and we intend 
to handle every bit of it ourselves, 
all the way from radio repairs to in- 
stalling new sealed units. This think- 
ing is based on the fact that if a 
customer whose refrigerator has brok- 
en down calls in, and we give her 
someone else’s number, the latter 
number will be the one she will keep 
handy. Then when the time comes 
to buy a new refrigerator, she is go- 
ing to call that number or go out 
on a general shopping exedition. If 
we carry all the service ourselves, she 
is going to keep on dealing with us. 

The service department has a crew 
of four mechanics, operating a fleet 
of three “rolling shop” trucks. Mr. 
Kupper gives twice as much the 
normal amount of service space to 
this department, which is split up in 
to a good-sized radio repair shop, a 
refrigerator shop, and range, washing 
machine and home washer shops on 
the third floor. A 7 by 10 foot eleva- 
tor connects with the third floor for 
easy handling of all repair work, and 
the inventory stock room contains 





37 





complete parts for every C. 1". appli- 
ance operating in the city, no matter 
how old. While Mr. Krupper does not 
plan to go after far-flung general serv- 
ice work, he does want to maintain 
all appliances in the city on a priority 
basis, whether they were sold through 
his store or not. 


Service at a Loss 


Fully aware of the importance of 
top notch service relations, Kupper 
plans no profits on the service depart- 
ment and will be content even if it 
shows only a 2% or 3% loss. A 
typical example is radio repair. The 
Kupper organization charges incredi- 
bly low rates for work on radios, and 
has constantly lost money on them. 

A similar attitude prevails in ma- 
jor appliance servicing, whether in- 
side or outside of the store. For ex- 
ample, recently it was necessary for 
a service man to work four hours 
overtime in a customer’s home _ be- 
fore her refrigerator was put back in- 
to running shape. Despite the fact 
that the mechanic was paid overtime 
rates for his four hours, Kuppers’ 
charged the customer straight hourly 
rate, which drew readily understand- 
able thanks. Naturally, overtime pay- 
ments to the mechanic absorbed any 
profit at all from the transaction. 

Incidentally, because service is so 
thoroughly emphasized, and drum- 
med into every prospect who comes 
into the store, service men are quite 


willing to go to extra lengths to 
please, according to Mr. Kupper. His 
four mechanics are paid regular sala- 
rics, and receive excellent treatment 
all the way through. ‘Their pay is 
among the highest in the city, they 
receive periodic raises, Christmas 
bonuses of one week’s salary, a paid 
vacation, and all of the other advan- 
tages such as hospitalization, medical 
care, etc. Kupper is perfectly willing 
to charge off his service department 
losses in sales, and in fact his books 
are set up so that the two are in- 
tegral. 

“If we lose 242% in service, that 
is simply 242% less in sales profit,” 
he explained. “Its the best possible 
advertising, at the lowest possible 
price.” 

A good example of how far service 
to the customer has been extended in 
the Miami dealership is the station- 
wagon “courtesy car.” Kept out in 
front of the store, this is a brand new 
station wagon which is kept available 
for delivering both customers and 
merchandise to their homes. As soon 
as the customer has purchased a 
home appliance, Kupper’s salesman 
invites her to have it delivered im- 
mediately, with a salesman and a 
serviceman going along to install it 
and to see that it operates properly. 
If a radio-phonograph combination is 
involved, the shop radioman and the 
“courtesy car” driver deliver it and 
the customer direct to his home, plug 


A novel feature of the Kupper store is the fact that all of the radio- 
phonoghaphs on display in each private demonstration room are wired 
into a single outside switch at the door jamb. When a salesman takes a 
prospect into the studio, he snaps the switch, and all of the sets inside 
immediately begin to warm up, ready for demonstration. 


it in, check the tubes, and demo 
strate the set right on the spot. |= 
it is a refrigerator or a range, thi 
same situation holds true—a ne 
chanic is sent out to install it ang 
make a thorough adjustment of co; 
trols. Thus there are no embarrassin, 
call backs or after-installation worrie 
to contend with. 

“Naturally, customers get a kic 
out of going straight home with the 
appliance they have just purchased’ 
Kupper said, “and the novelty of the 
thing has gotten a lot of attentio; 
among our housewife prospects. |; 
the event that the customer is not 
ready to go directly home with he 
purchase, the appointment is mac 
for the next day or the day after that 
Then it is given a thorough trial i; 
the home, and demonstrated so ¢f. 
ficiently that there is no chan 
the customer making a mistake. 


Home Economists Used 


Incidently, on Kupper’s staff 
woman home economist who has 
job of making still another call 
eral months after the original instal 
lation. Her duties consist of giving 
demonstrations in a complete mod 
laundry on the second floor next t 
Kupper’s office, and setting up home 
demonstrations in which the house 
wife is invited to bring in groups 
her friends. 

In everv such demonstration, 
ice is highly emphasized. Whenever 
a customer comes into the store t 
make a purchase, Kupper either take: 
her back to the service department 
in person, or makes a telephone call 
later on to assure her that: the stor 
can maintain the appliance. 

The “courtesy car” is one example 
of Kupper’s fresh merchandising 
ideas. Another is the two second 
floor studios utilized for demon 
strating radio-phonograph combina 
tions, and which will later on be con 
verted for selling television sets. Both 
of these are completely glass-enclosed 
and air conditioned. A novel feature 
which Kupper demonstarates is the 
fact that all of the radio-phonographs 
on display are wired into a single out 
side switch at the door jamb. When 
a salesman takes a radio-phonograph 
prospect to the studio, he snaps the 
switch, and all of the sets inside the 
store immediately begin warming up 
There is no delay in tuning in a sta 
tion or starting a record playing, 
and the prospect, naturally, believes 
that the radios warm up swiftly. 

“We show absolutely nothing dead 
in the store,” Kupper said, “and there 
is no reason why a radio-phonograph 
console shouldn’t be similarly han- 
dled. (Continued on page 92) 
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[HE ONLY way to be a successful 





a kick 
vith the major appliance sales manager is to 
chased" “get out and sell,” according to Clayt 





Vannetti, who heads the sales depart- 
ment of the Highland Radio Shop, a 
progressive dealership in Louisville, 
Kentucky. 

Foot for foot, the Highland Radio 
S Shop. which transformed itself in a 
little more than a decade from a 
radio repair shop to an ultra-modern 
ppliance dealership, sells more appli- 
ances than most other dealers in this 
part of the South. The sole reason 
; that the management, from owner 
Jim Miller down to the newest sales- 
man, believes in active selling—not 
the “armchair variety,” but hard, per- 
door-to-door selling which 
s real results. 
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pIVing I'he Highland Radio Shop has had 
“ men out canvassing for new prospects 
‘xt t almost constantly since the conclusion 
home ff the war, and feels itself well forti- 
OuSC MM fied against the future, inasmuch as 
ee many Louisville women ‘have been 
treated to the novelty of a good sales 
a tak when apparently there was no 
ie need for it. Everybody in the organi- 
fs zation, including the specialty sales 
ae crew and a staff of servicemen who 
ae re paid special commissions for every 
ze live-vire prospect turned in on serv- 
CON ice calls, is expected to get outside 
; ind sell, rather than wait for the cus- 
npie tomer to come in. For that reason. 
Ing sales representatives of the Highland 
ae Radio Shop have been out vigorously 
1on suggesting electric ranges, refrigera- 
na tors, automatic home laundry equip- 
“ ment, etc., at times when most of 
un the prospects knew there wasn’t a 
single appliance available in the city. 
the Reason for Buying 
Ns 
nt Mr. Vannetti, as sales manager, has 
en worked out an interesting formula. 
oh He feels that selling depends 60% 
i. on the salesman, 20% on the dealer- 
he ship, and 20% on the appliance. He 
p. also believes that no housewife will 
al buy a new appliance until she is sure 
g, that she will have no later regrets, 
2 and that she is actually helping her 





family ahead in the process. There- 
fore, instead of training the Highland 
Radio Shop personnel to sell appli- 
ances on a competitive basis with 
each other, his staff is trained to make 
the customer see the logical need for 
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GET OUT THERE Ant 


the appliance in her home, and to 
feel that she is making the wisest 
possible move in buying it. 


Training to Sell 


Sales training in the Highland 
Radio Shop store is largely visual; 
conducted by means of appliance 
manufacturers’ slides, which take 
apart the reasons for an appliance’s 
usefulness, and cover the entire gamut 
from home freezers to hand irons. 
The salesmen see more movies than 
newly-indoctrinated army troops, and 
are quizzed stiffly until it’s been 
proved that every salesman can answer 
any kind of question his prospect may 
ask. Incidentally, none of the sales- 
men have a great deal of previous 
experience in appliance merchandis- 
ing. 

One of the present top-notchers 
was a railway employee who became 
tired of his shuttle life and took up 
selling appliances instead. Mr. Van- 
netti, discovering a spark of sales- 
manship in the man’s outlook, put 
him through the training paces, which 
included seeing the training film, 
working with his hands on appliances, 
a few general approaches, etc., and 
then turned him loose. 

As an example of how this has 
worked out, the new salesman was 
given four days of training on a new 
model vacuum cleaner, and put out 
on the beat with a sample, and a list 
of addresses. The result was the sale 
of 15 vacuum cleaners, all sold 
through down-to-earth doorbell ring- 
ing. 

Mr. Vannetti points out that no 
merchandise is going to sell unless 
the salesman has sufficient skill to 
carry the sale through from start to 
finish. Mr. Vannetti enjoys selling 
so much that frequently he runs 
what would ordinarily be a single- 
item purchase up into a complete 
model kitchen, or a group sale of 
from 3 to 5 major appliances. 


Closing a $2000 Sale 


The company enthusiastically re- 
lates a case in which a customer look- 
ed in late one day, with a request 
to buy a used washing machine. Mr. 


Vannetti went to the door, replying 
in the negative, but telling the pros- 
pect that it might be to his advan- 


tage to look over the new automatic 
home laundry equipment installed in 
the store. While the prospect waver- 
ed over the idea, Mr. Vannetti rush- 
ed out, got the man’s family out of 
the car and brought them in for a 
pleasant hour of demonstrating every 
type of major appliance carried by 
the store. 

Results of this “grabbing them 
and holding on” technique was a 
$2,000 sale, which involved a radio, 
a refrigerator, a sit-down ironer, and 
a home laundry. In a few more days, 
when Mr. Vannetti, with what seem- 
ed like too much optimism followed 
up the prospect at home, the latter 


was sold two electric ranges, one for 
his own kitchen, and one for a rela- 


tive. 
“That’s one for the books,” Mr. 
Vannetti _ said. “However, when 


nothing is ventured, nothing is gained 
—so we want our salesmen to ven- 
ture at all times.” 


Post Sale Visits 


Coming back at the prospect a 
second time, even after he has ap- 
parently been sold everything he can 
buy, is a matter of pride with the 
Highland Radio Shop. Mr. Miller, 
Mr. Vannetti, and the entire staff 
make it a policy to demonstrate every 
machine installed in the customer’s 
home within a couple of days after 
the installation. Wherever possible, 
Mr. Vannetti invites the housewife 
to bring in some of her neighborhood 
friends to witness the demonstration, 
and enjoy an educational hour or so. 
This never fails to get results. 

Because the Highland Radio Shop 
is somewhat off the beaten path from 
a sidewalk traffic standpoint, it has 
been absolutely neccssary that the 
store keep its salesmen out in the 
territory. Therefore, even when the 
store had nothing to sell, salesmen 
were out giving prospects an idea of 
what to expect in the future, and 
inviting them to come around at a 
later date. Like many other appli- 
ance dealers, the store has a long 
waiting list on almost every appliance, 
with the possible exception of wash- 
ing machines and home freezers — 
but the virture of the thing is that 
every one of those customers is suffi- 
ciently well sold on the specific ap- 

(Continued on page 90) 
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ONE OF THE worst present-day 
problems of merchandising automatic 
home washers is the fact that they 
are “so well advertised that the cus- 
tomer doesn’t know anything about 
them,” according to Van Vancil, 
proprietor of The Appliance Arcade, 
deluxe Frigidaire dealership in the 
center of St. Louis’ new twelve million 
dollar Hampton Village Shopping pro- 
ject, southwest of the city. 

Vancil, who opened up a year ago 
after he had demonsrtated to the 
Hampton Village controllers that he 
had sufficient initiative to make a 


(Above) Entrance and 
display window of Van 
Vancil’s Appliance Arcade 
in St. Louis’ Hampton 
Village Shopping project. 
(Right) The absorbed 
interest of the audience 
is evident in this typical 
“basement demonstra- 
tien” taking place in a 
buyer’s own home. Pros- 
pects are gathered from 
among the  housewife’s 
friends who welcome this 
opportunity to see _ the 
washer in actual use. 
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success in the location, feels that while 
a terrific advertising job is being done 
on home washers of various makes, 
too few dealers have actually taken 
the trouble to teach the housewife 
anything about them. 

“We have had litrally dozens of 
prospects come in who tell us they 
know the names of half a dozen types 
of automatic washers, their selling 
price, etc., but haven’t the least’ idea 
of how to operate one, or what it can 
do,” Vancil said. “This is simply a 
case of too impersonal promotion. 
Our feeling is that unless the house- 


EMONSTRATIONS 


wife can actually watch the machine 
in operation in a home, and help op 
erate it herself, a lot of this prom 
tion is missing its mark.” 

During the past six months, Vane; 
has seen to it that all of his automatic 
washer prospects are women who hay 
directly participated in a “home 
demonstration” and are familiar 
enough with the washer to talk about 
it enthusiastically to their friends. In 
stead of sending out manufacturer 
literature, using display ads in news 
papers, etc., Vancil believes in 
ing where the prospect is’—which 
means right into the customers 
homes. 

His way of operating has been t 
schedule a “home demonstratio: 
party” as soon as a washer is sold, 
making a definite date with the new 
owner within three or four days after 
the installation to demonstrate th 
washing machine in her basement, kit 
chen, or wherever it may have been 
placed. ‘Telling the housewife that 
she cannot fully appreciate the valu 
of the machine until it has been 
demonstrated to her by an expert, 
Vancil relies upon the local distributor 

(Continued on page 90) 
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M:RCHANDISERS Of clectrical appli- 
ances, Wiring contractors, and light- 
ing stores in small towns and agri- 
cultural communities are too prone 
to underestimate the knowledge and 
needs of their customers. 

That is the opinion of George A. 
Zeckser, owner of Zeckser’s Electric, 
appliance dealer and wiring contrac- 
tors, of Herrington, Kansas. 

In the last two years Mr. Zeckser 
1as increased his store traffic more 
han 500 per cent and his volume 
las grown in gratifying amounts, 
even with the shortage of merchan- 
dise, by letting his community know 
that the nationally advertised things 
they read about are at his store. 

At least, he told them, as much 
of the merchandise was at his store 
as was to be found in metropolitan 
cities a hundred miles away. 

\ moving washing machine display 
and a dishwasher demonstration 
brought in much traffic. 

rhese demonstraitons in them- 
selves, of course, were no more than 
Mr. Zeckser’s city competitors of- 
fered but Mr. Zeckser lets his cus- 
tomers and _ prospective customers 
know that they are going to have 
dishwashers, washing machines, gar- 
bage disposers and all the other la- 
bor-saving devices coming off the as- 
sembly lines. 

In newspaper and direct mail ad- 
vertising, Mr. Zeckser told his cus- 
tomers: 





KEEPING A JUMP AHEAD 
OF 








Mister Customer 








“We know that you are going to 
have automatic laundries, automatic 
dishwashers, automatic garage door 
openers, time-delay house switches, 
automatic electric stoves for automa- 
tic cooking, automatic water heaters, 
fluorescent lighting, labor saving 
ironers, television, FM radio, home- 
to-barn communication systems, and 
probably will soon have two-way ra- 
dio communication from home-to- 
barn-to-tractor in the field—these 
things we know—and we have stock- 
ed these things for your convenience 
and inspection. , 

“Some of you will buy today and 
tomorrow, some of you will buy in 





George A. Zeckser and Mrs. Zeckser examine a dishwasher and washing 
machine in the front of their store. Identical equipment is connected with 


hot and cold water in the back for actual demonstrations of the merchandise. 
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a week or a month, and some of 
you will buy next year—but you are 
going to have these things because 
you should have them. You can bet- 
ter afford to have them than to do 
without them because owning them 
is economically sound and profitable. 

“Our problem is to try to have 
the things that you don’t yet know 
about as well as the things familiar 
to you. Our problem is to know 
about the things that have not yet 
been advertised in four-color in your 
favorite magazine. We would like 
our customers to know that we are 
constantly studying the advances in 
home comfort and labor-saving equip- 
ment. We will be ready with elec- 
tronic cooking and new appliances 
as soon as anybody else. 

“We ask you to watch our dis- 
play floor, watch our windows, and 
read our advertising, or better yet, 
come in and talk over your needs, 
vour ambitions, or even your dreams. 
Don’t leave anything out of a new 
house you are going to build; don’t 
build a new barn as we built them 
a hundred years ago; take advantage 
of every convenience that can be 
made to serve you, because it will 
save you time and money.” 

This strikes the theme of the mer- 
chandising plans of Mr. Zeckser in a 
community where every customer 
has the facilities to drive a hundred 
miles to get what he wants or even 
find out for certain that he doesn’t 
want it. 

Dishwashers for city folks? Mr. 
Zeckser has found out that his cus- 
tomers, mostly farmers, are far bet- 
ter able to have dishwashers in their 
kitchen than the average city wage 
earner. Consequently, he displays 


and sells two kinds of dishwashers. 
One is semi-automatic and can be 
(Continued on page 88) 
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The Trade-in 
Problem 


TRADE-INS are rapidly becoming an 
industry problem, I. E. Morrison, 
chairman of the National Electrical 
Retailers Association’s committee on 
trade-ins, stated in the opening meet- 
ing of NERA’s recent conference 
held at the Merchandise Mart in 
Chicago. Thirty-two dealers, manu- 
facturers, and representatives of co- 
operating organizations talked man- 
to-man about the problems confront- 
ing dealers in handling used appli- 
ances. 

Mr. Morrison stated that the pur- 
pose of the NERA conference on 
trade-ins was to study trade-in prob- 
lems and methods of handling used 
appliances, with a view to publishing 
the combined recommendations in 
booklet form to be used as a dealer 
manual. In a recent survey completed 
by NERA, 92.5 per cent of reporting 
dealers indicated that they were con- 
fronted with trade-in problems. 


Dealer Problems 


Leading off the discussion of prob- 
lems confronting the dealer in the 
handling of trade-ins was the diffi- 
culty in obtaining parts for recondi- 
tioning of used appliances. The com- 
mittee recommendation was that this 
problem could best be solved by co- 
operation between dealers in provid- 
ing each other with parts. The dealer 
group further advocated that manu- 
facturers expedite delivery of repair 
parts ordered from distributors and 
factories. 

Several manufacturers called to the 
attention of dealers the importance of 
salvaging parts from junked appli- 
ances. They also commented on deal- 
ers ordering more than their current 
parts needs, and thereby creating 
shortages for other dealers. 

Another manufacturer stated that a 
good deal of the problem is due to 
the fact that manufacturers are de- 
pendent upon a number of suppliers 
to furnish certain parts. On some of 
the older products, he said, it is diffi- 
cult to get suppliers tooled up to furn- 
ish necessary parts. He cited short- 
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age of materials as another factor con- 
tributing to the difficulty. 

Although the dealer committee 
went on record against local ordi- 
nances restricting the sale of used 
appliances—except for provisions for 
fair and honest advertising—it was 
not felt by the joint group that this 
problem has yet reached serious pro- 
portions: 

Inflated list prices to provide for 
larger trade-in allowances were unani- 
mously condemned by both manu 
facturers and dealers as not only un- 
ethical but also uneconomic. Manu- 
facturers pointed out the necessity of 
keeping allowances as low as possible 
in order to hold down list prices. The 
possibility of nationally advertised list 
prices eliminating this practice was 
discussed. However, it was felt that 
freight increases and zone variations 
make it difficult to give a fair impres- 
sion of price in such advertising. One 
manufacturer stated that the basic 
problem is advertising a set price for 
trade-ins, and advocated that this 
practice be eliminated. 

After a bricf discussion, the ques- 
tion of high cost of reconditioning 
used appliances was referred to thc 
sub-committee of dealers and manu- 
facturers. ‘Tihis sub-committee will 
be asked to study reconditioning costs 
and recommend ways of cutting them. 

Standard warranties should be trans- 
ferrable from original purchaser to 
used buyer within the warranty period, 
the dealer committee maintained. 
They cited the fact that some well 
known companies have already seen 
fit to make such provisions and urged 
other manufacturers to follow the 
good example. 

Manufacturers were strong in their 
declaration that dealers are Jax in 
returning warranty cards to factories. 
They said the delay complicates the 
status of all warranty rights. The 
dealer committee members readily 
admitted that this matter is one which 
requires much dealer education and 
promised national action through the 
dealer organization. 


A question which brought fort) 
much commcnt from all factions rep 
resented at the meeting was the prob 
lem of educating salesmen to spend 
more time selling the advantages of 
new merchandise, and less time bick- 
ering over the amount of the trade-in 
allowance. The dealer recommen- 
dation was that all manufacturers 
should assist them in educating sales 
personnel to sell the value of the new 
product instead of making the sale 
on the basis of the trade-in allowance 
They called for more and better prod- 
uct selling information, more product 
training sessions, and asked that all 
manufacturing associations co-operate 
to standardize the placing of model 
and serial numbers of appliances in an 
accessible position where the informa- 
tion can be easily read. 


Advantage of Schools 


Manufacturers answered this recom 
mendation with the counter problem 
of getting dealers to attend training 
schools. Dealers agreed there is 
fertile field for cducation in such 
schools. Mr. Morrison stated th¢ 
national association will make ever 
effort to urge dealers to attend th 
schools. 

Further remarks on this problem 
concentrated on the program of des 
criptive tags for appliances, suggested 
by NERA last year. After much dis 
cussion pro and con, it was agreed that 
such product selling information 
valubale to dealers, if written in the 
language of the consumer. It was al 
agreed that such information should 
not be a substitute for training, but 
that it would serve to confirm deal 
selling statements and be of great 
value to the thousands of dealers w! 
are experiencing a manpower shortag: 

As one of the dealer’s most serious 
problems in the handling of tradc 
ins, the committee spotlighted th 
lack of competent servicemen. The 
endorsed more factory service schools, 
more and better service information, 
more frequent calls on dealers by fac 
tory servicemen, and stated their dc 
sire that service training schools 
should cover servicing and recondi 
tioning of old models as well as to 
day’s products. 


In response, one manufacturer 
made a strong recommendation that 
dealers send working servicemen to 
service training schools instead of go- 
ing himself or sending a salesman. 
Another representative of the manu- 
facturers stated that it is physicall; 
impossible for manufacturers to make 
services of a factory trained man avail- 
able to every dealer, and asked that 

(Continued on page 88) 
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Use small ads for 


bli RESULTS 


\VHEN you PIcK uP the Edinburg, 
I'cxas, daily newspaper and thumb 
through it, you discover that on near- 
ly every page there are two or three 
mall Olden Electric Company adver- 
tisements. 

C. C. Olden, after trying to fit all 
f his many features within one bor- 
der, has come to the conclusion that 
the scattering of small ads pays off 
ercater dividends. Mr. Olden says: 

“No matter how I worked on the 
problem, there was always one item in 
the large ads that overshadowed the 
thers, or worse, the ad itself did not 
stand out on the page, and became 

among those of my competitors. 
At best, we were paying for space to 
idvertise a number of articles and 
ictually were playing up only one. 

“If a reader glancing through the 
paper saw a washing machine domi- 
nating our ad and was not particularly 
interested in it at the moment, his 
attention would wander, and he would 
fail to notice the other items in the 
idvertisement. Many people have 


come into our store inquiring after 
articles which have been advertised 
only the day before. When ques- 
tioned as to whether they had seen 
our ad, they vaguely remembered hav- 
ing read it but had completely for- 
gotten what had been advertised. 

“On the other hand, we have had 
people come in who were attracted by 
one of the ads, but in most cases they 
were after the item which had been 
dominantly featured. 

“As an experiment, we began play- 
ing up one piece of merchandise at a 
time in small sized ads. The results 
were so remarkable that we immed- 
iately increased the number of adver- 
tisements, but continued with the 
policy of featuring only one item 
each time.” 

That Mr. Olden’s theory is cor- 
rect has been proved by his added 
volume of sales. Not only do these 
small ads put across the merchandise 
more effectively but they have the 
advantage of being less expensive. 

(Continued on page 87) 








7ov HAPPY 
WASH DAY 
HARMONY 


~~ 


-.» have our experts 
tune up your washer 


Yes, it’s a lot easier to 
keep clothes clean, when your 
washer is humming pleasant- 

Undue noise tells you it’s 
expert check-up, 

d_ lubrication. 

uble. Phone 

° ALL 


One of the many small 
ads used by C. C. Old- 
en to play up his mer- 
chandise. For greater 
emphasis, only one 
item is featured at a 
time, thereby avoiding 
confusion. 





A night view of Olden Electric Co., showing the 
three ceiling levels which were constructed to more 
advantageously display the lighting fixtures. 
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“Don’t sell °’em 





“Don’t sELL ’EM what they don’t 
need” is a time-tried maxim of the 
appliance business that has been prac- 
ticed with thorough success by Elec- 
tric Homes, Inc., of Birmingham, 
Alabama. 

This company, prominently located 
on a main north-south highway at 
Five Points in Birmingham, a neigh- 
borhood shopping center for Birm- 
ingham’s fashionable South Side, is 
some two miles removed from the 
downtown business section. 

Therefore, the type of trade most 
valued by this company, of which A. 
H. Stagg is manager, 1s the repeat 
customer who comes back year after 
year because of convenient location, 
courteous treatment, quick, cheap, and 
efficient appliance servicing, and be- 
cause Mr. Stagg has treated them as 
friends and has never high-pressured 
them into buying something they 
did not need. 

“The customer who buys even one 
thing from you, no matter how small,” 
Stagg says, ‘‘and who later gets poor 
service from it, or who finds it did 
not fit in with the over-all plan of 
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his home, is going to remember you 
as the store not to trade with.” 

Fortunately, the guaranteed serv- 
ice warranties on major appliances, 
and most other servicing matters are 
well taken care of by this Birming- 
ham company, for Moore-Handley, 
who distributes most of the merchan- 
dise that Stagg handles, has a smooth- 
working service department that takes 
care of the service problems of the 
dealers they serve. 

A small yearly fee is paid by the 
dealer to the distributor for handling 
the service calls on appliances during 
the warranty period, and the charge is 
made to the customer after that. But 
all that Stagg has to do to get service 
to a customer within two or three 
hours is to call the distributor. This 
eliminates the need for a service de- 


Conscientious regard for the cus- 
tomers’ interests takes precedent in 
every sale at Electric Homes, Inc., 
Birmingham. The pictures above 
show A. H. Stagg, manager, con- 
ducting a sale and (left) Mrs. 
Stagg spinning a platter. 


they don’t need” 





partment and allows the dealer to con 
centrate on display and selling, which 
Stagg has done well. 

First and foremost, from a display 
angle, the company has a good and 
original name, and this is constant 
exploited with the $200 monthly ad 
vertising budget, a large neon sign all 
the way across the front of the store, 
window-lighting and sign-lighting at 
night, and complete, active displays in- 
side the store. Its opportunity for 
display shows the careful thought that 
was given to the choice of location, 
for the company’s sign may be read 
from four of the five streets coming 
into Five Point’s intersection. 

Because of this location, Mr. Stagg 
takes advantage of the chance for dis 
play by changing windows at least 
twice a month, and sometimes often- 
er. There is another advantage to the 
location that Stagg has shown initia- 
tive in exploiting. About a block and 
a half from his store is one of the big, 
city high schools, and when Mr. Stagg 
realized this traffic was going by his 
store and not coming in, he decided 

(Continued on page 87) 
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Revolutionary Watthour Meter 
Features Suspended Disk 


In Sprre of the broad background 
and the excellent performance of the 
present-day meter, technical advances 
in materials and methods have made 
possible the development of a new 
single-phase watthour meter’ with 
new and outstanding features in all 
components. 

The outstanding feature of the new 
General Electric I-50 meter is the 
revolutionary magnetic suspension of 
the rotating elements which com- 
pletely eliminates the need for jewel 
bearings, but several other new fea- 
tures are equally revolutionary. 

The major objective in this de- 
velopment has been to reduce main- 
tenance. Through the use of a mag- 
netically supported moving element 
and an over-all co-ordinated design, 
bearing maintenance has been clim- 
inated and high accuracy and long 
life are realized. In keeping with the 
long bearing life many advances in 
improved insulation and better cor- 


*Mr. Kinnard is manager of engi- 
neering, Meter and Instrument Divis- 
ion, General Electric Company, West 


Lynn Works. 


By I. F. Kinnard* 


rosion resistance have been incorpor- 
ated to give a long life without main- 
tenance. Other advantages include 
improved performance and anppear- 
ance, a reduction in size of 18 per 
cent, and a weight reduction of 30 per 
cent. 


The Moving Element 


The magnetic suspension of the 
moving element is the central feature 
of the new Type I-50 watthour me- 
ter. A small amount of magnetic ma- 
terial supports all the weight of the 
disk and shaft and eliminates the 
need for jewel bearings, which have 
been the main cause for meter main- 
tenance. Much previous work with 
jewel bearings using pivots or balls 
and various materials and lubricants 
has not resulted in a complete solu- 
tion. 

The construction of the magnetic 
suspension is shown in Fig 1. Two 
cylindrical permanent magnets of the 
high-coercive and machinable materi- 
al, cunico, are placed one within the 


Front view of the new General Electric I-50 watthour meter which incorpor- 
ales several revolutionary new features including a magnetically supported 
moving element which completely eliminates the need for jewel bearings. 
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Major Features of 
the I-50 Watthour Meter 


Magnetic suspension of the 
rotating element, eliminating 
jewel bearings. 

Completely new electromag- 
net with polyethylene plastic 
and butyl rubber insulations, 
co-ordinated to minimize the 
damaging effects of voltage 


surges. 

Radically new and _ stable 
damping system which neutral- 
izes side thrust and minimizes 
noise and vibration. 

One-piece, unit molded base 
as an insulation between con- 
ductors; a single sturdy molding 
replaces the conventional built- 
up assembly. 

Pointer-type and cyclometer- 
type registers of unit construc- 
tion. 

Unit construction of compon- 
ents; damping magnets cast into 
the frame; current and poten- 
tial coils molded to the lamina- 
tions; electromagnets with int 
gral light-load, power-factor, 
and temperature compensator. 

Corrosion-resistance: in the 
socket-connected type, it is eli- 
minated by the use of a molded 
base and a stainless steel cover- 
ing; in the front-connected 
type. all exposed metal parts are 
of aluminum. 











othcz, the outer magnet being fixed 
to the meter frame and the inner 
magnet attached to the upper end 
of the disk shaft. The concentric 
magnets are magnetized axially with 
opposite polarities. The resulting 
field supports the rotating moving 
system at a definite and small down 
ward displacement. 

To keep the moving system in 
line, stainless steel guide pins are pro- 
vided at the top and bottom. Graph- 
ite guide bushings at both ends of 
the shaft run on these guide pins 
without lubrication. The only pos- 
sible cause of mechanical friction and 
wear in this system is the presence 
of side-thrust forces, and the design 
has been made so that these are in- 
herently very low. This construc- 
tion replaces the conventional bear- 
ing where the entire weight of the 
moving system and most of the side- 
thrust forces are supported in the 
jeweled lower bearing. 
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Fig. 1. Details of the magnetically supported moving element are shown here. 

At left is an over-all view showing the disk and shaft, the lower guide, and 

the supporting magnets (dotted rectangle). At right is an enlarged view of 

the supporting magnets and the upper guide pin. Outer magnet is attached 
to the frame while the inner magnet is attached to the disk shaft. 


In the conventional jeweled bear- 
ing the bearing stress due to the 
weight of the disk is of the order of 
200,000 pounds per square inch. In 
the magnetically suspended moving 
element the bearing stress due to the 
weight of the disk is completely elim- 
inated. Moreover, the  torque-to- 
weight ratio, which has long been ac- 
cepted as being in the order of 3 or 
4 to 1, has been increased to infini- 
ty. This comparison in both cases 
ignores the secondary effects of side 
thrust. 


Side-thrust Forces 


With all the weight of the mov- 
ing system supported magnetically, 
the only forces significant to wear 
are side-thrust forces. In co-ordination 
with the use of the magnetic sus- 
pension, the meter structure has been 
arranged to keep the side-thrust 
forces low in value. These forces 
arise from the action of the electro- 
magnet and the damping magnet on 
the meter disk. 

In the conventional meter the elec- 
tromagnet is mounted back of the 
frame and disk shaft, and the damp- 
ing magnet is located at the front 
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of the meter. Fig. 2b shows a top 
schematic view of the meter disk 
with the electromagnet on one side 
of the shaft and the damping magnet 
poles on the other side of the shaft. 


When a torque is created in the disk 
by a power load, the driving torque 
is equivalent to a side thrust at the 


location of the electromagnet. Mo- 
tion of the disk causes a correspond. 
ing side thrust at the damping-mag. 
net position. The total side thrust 
on the disk bearing is equal to the 
sum of these forces. 

Completely to eliminate side thrust 
would require having the electromag 
net and the damping magnets in the 
same location. In the new meter the 
large reduction in the side thrust has 
been achieved by locating the damp 
ing magnets closer to the electromag 
net than has been heretofore possi- 
ble. As shown in Fig. 2a, it has been 
found possible to locate the perma 
nent-magnet poles nearer the electro 
magnet so that they create practica 
ly no net side thrust and the onl 
significant side thrust present is that 
due to the electromagnet. This pres 
sure is in the order of 100 pounds 
per square inch at maximum load, 
which is conservative for the materi 
al involved and of a very different 
magnitude from the pressures found 
in conventional jewel bearings. 

A second possible cause of sid 
thrust in a moving system supported 
by magnetic suspension may arise in 
the magnetic suspension itself. This 
happens if the inner magnet is 
centric with respect to the outer 
magnet and increases with increased 
displacement. This was one of the 
causes of the failure of an early 
tempt to apply a magnetic suspen 
sion to a moving system. In _ this 
case the flux crowding due to th 
use of soft-iron pole pieces on the 
stator and rotor caused considerable 
side thrust with the displacements 
encountered in manufacture and sen 
ice. The present availability of the 
high-coercive-force alloy, cunico, has 
made possible the present design 
without soft iron and with only small 












SIDE THRUSTS DUE TO ELECTROMAGNET 





NET SIDE THRUST 


SIDE = A 


DUE TO DAMPING MAGNETS 
(NOTE THAT THE FORCES 
ARE NEUTRALIZED) 


Fig. 2a. This view from the top of 
the disk shows how the locating of 
the permanent magnets nearer to 
the electromagnets has. greatly re- 
duced the net side thrust, 





NET SIDE THRUST 
SIDE THRUST 
DUE TO 
DAMPING 
MAGNETS 


aD) 


Fig. 2b. In a conventional type 
meter, with the permanent magnets 
located on one side of disk and 
the electromagnets on the other, 
the side thrust may be large. 
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stator and rotor magnets to give the 
necessary lifting force. As a conse- 
quence, and because of the propor- 
tons used and precision manufactur- 
ing, the side thrust due to eccentricity 
is so small that it may be neglected. 
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Life Tests on Suspension 

















omig 

n the Development of the magnetic sus- 
-t the JF pension was well under way before 
st has [the war. It had progressed to the 
lam] stage where it was applied to 194 
mag Type 1-30 single-phase watthour m« 
POssi- ters and started on life test in Oc- 
been tober, 1941. Since then these me- 
‘Tma ters have been operating at varying 
ctr loads on a daily cycle that gives about 
ti ten times normal registration, so that 
= n nearly seven years the registration 
tha per meter has totaled normal regis 
prc tration of 65 years or about 80,000, 
in 10 revolutions. This test has shown 
oad, xcellent stability of the magnetic sus- 
teri pension. 





\t the same time it has served as 
| proving ground for the proper guide 
bushing materials, many of which 
were tried and found satisfactory. 
Graphite and stainless steel were the 
final choice alternatives. The mag 
etic suspension with low operating 
pressures and no_ lubrication — has 
proved to be the solution of the long 
uest of a maintenance-free bearing. 












Damping System 






Ihe damping system of the new 
meter consists of two small C-shaped 
magnets that are embedded as in 
certs in the die-cast aluminum- alloy 
frame as shown in Fig. 3. The mag- 
nets make use of the high energy 
ind high-coercive properties of alnico 
V and as a consequence a_ large 
unt of damping is obtained in a 
small design. Die casting the mag- 
nets into position in the frame _ re- 
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Fig. 3. Another outstanding improvement in the new I-50 meter is in the 

damping system. Two small C-shaped magnets of alnico V are embedded as 

inserts directly in the die-cast aluminum-alloy frame. This construction 

keeps the magnets in a fixed position and greatly enhances their surge 

resistance. This view also shows the magnetic shunt with which the full-load 
calibration is made. 


sults in an assembly with the mag 
nets fixed in position and surround 
ed by the aluminum die-casting allov, 
which enhances the excellent surge- 
resistant properties of alnico V. 
This combination with the small 
size of the magnets has made possi- 
ble the location of the magnets near 
the electromagnet, and yet they are 
immune to demagnetization from 
fields that arise from large short-cir- 
cuit or lightning currents to which 
meters are sometimes subjected. 





Fig. 4, This exploded view shows the six components of the I-50 meter: Base, 
electromagnets, damping system, moving element, register and glass cover. 





Fig. 5. The electromagnet of the 
I-50 meter includes some novel 
features. Current coils are formed 
of bare copper wire. With coil held 
in proper place, butyl rubber is 
introduced and cured in place. Re- 
sult is securely located coil with 
rubber providing turn, coil and 
ground insulation. 


As shown in Fig. 4, the frame pro- 
vides excellent alignment and support 
for the magnetic suspension and the 
moving element. The electromagnet 
and register are also located accurate- 
ly by being attached directly to the 
frame. 


Electromagnet 


The electromagnet (Fig. 5) is ex- 
cited by line voltage and load current. 
It generates in the meter disk a tor- 

(Continued on page 85) 
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NEWS BRIEFS 


OF THE INDUSTRY 


Richmond Inaugurates 
New Television Station 


Deaters in Richmond, Virginia, 
had a new appliance line opened to 
them recently when the city’s first 
television station, WTVR, went on 
the air. 

The majority of the dealers capital- 
ized on the intense interest of the 
general public in the new medium by 
holding “open house” on the night of 
the inaugural broadcast. Large crowds 
got their first glimpse of television in 
local appliance stores while others 
crowded around operating sets in de- 
partment store show windows, theatre 
and hotel lobbies, or at home. 

Although no sales figures are avail- 
able yet, the number of sets sold in 
the Richmond trade area prior to the 
first broadcast was estimated to be 
around 750, according to the conscn- 


sus of scveral home appliance dealers. 

After viewing television for the first 
time, public enthusiasm was dampen- 
ed somewhat, due to several factors. 
The transmission from the studio was 
not too good and the screens blacked 
out briefly on several occasions. All 
of the programs originated locally and 
the talent and programming was not 
of the calibre that will become avail- 
able in June, when WT'VR joins the 
National Broadcasting Company’s tel- 
evision network. Reception was 
poor due to faulty set installation in 
some instances, and many people 
viewed the programs on sets which 
were not properly tuned. 

The general feeling seemed to be 
one of disappointment. The majority 
of the people had expected reception 
equal in clarity and quality to motion 
pictures, due to a lack of knowiedge 
of the limitations of television. 


GEORGIA POWER GETS HUGHES AWARD—Miss Elizabeth Parker accepts 

the Hughes plaque for outstanding electric kitchen promotion during 1947 

on behalf of the Georgia Power Company. Leonard C. Truesdell, vice- 

president of Hotpoint, Inc., donor of the award, is making the presentation. 

The annual honors are sponsored by Edison Electric Institute as a memorial 
to George A. Hughes, inventor of the electric range. 
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On the brighter side, dealers say 
they expect the sale of television sets 
to take a sharp upward turn, once 
network programs become available in 
the area. 


North Texas IBEW Holds 
“Open House” for NECA 


A Ltonc PERIOD of harmony be- 
tween labor and management was 
climaxed in Forth Worth recenth 
when members of the North Texas 
Chapter, National Electrical Contrac- 
tors Association were “open house” 
gucsts of Local No. 116, International 
Brotherhood of Electrical Workers at 
the union’s new office building and 
meeting hall. 

The two-story brick building cost 
$42,000, but its actual value is con 
siderably more, since members did 
all electrical work on it, and their 
employers either donated materials o1 
supplied them at low cost. ‘The 
building has four spacious offices fo 
union officials on the ground floor, 
plus a large dining hall and recrea 
tion room, and a kitchen. A library 
of several hundred volumes, includ 
ing technical ‘books, is on the upper 
floor, together with a large auditor: 
um where mectings are held. 

Recently, NECA members wer 
invited to sit in on a regular bus 
ness meeting of the union, following 
an earlier joint meeting in Dallas 
which NECA and IBEW delegates 
from the Southwestern districts of 
the two organizations attended to dis 
cuss problems common to employec 
and employers alike. 

The North Texas NECA chaptc: 
was organized in 1941, the first in 
what is now the organization’s Dis 
trict 5, which takes in Colorado, Ok 
lahoma, Texas, Kansas, Arkansas, 
and Louisiana. The charter of Li 
cal 116 was issued in 1912, and the 
local now has approximately 450 
members, who are employed unde 
a closed shop blanket contract by 39 
contractors in Fort Worth, Denton 
and Cleburne. These 39 are large 
industrial contractors of electrical jobs 
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Retailers get all wrapped up in our new plan. 
They like the Rheem store displays, they see 
how Rheem cooperative advertising builds up 
sales, then they try all the other Rheem sales 
promotion aids. They find it a better way to do 
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Water Heaters 


HOME COMFORT APPLIANC:* so Water Appliances 


9 plants in U.S. A.—Also Brisbane, Melbourne, Heating Appliances 
Sydney, Rio de Janeiro and Singapore. Cooling Appliances 
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business. So why don’t you get wrapped up 


in it too? 
To **™ . 


Good Honsebsepag 
Pes soranses OF 
RHEEM MANUFACTURING COMPANY 
Dept. £5-6 
570 LEXINGTON AVE., NEW YORK 22,N.Y. 


I’d like to get familiar with your plan. Please send me full 
details about the Rheem Design For Better Business. 


——— |. 


Address 


City 





except five, who are neon sign con- 
tractors. 

Officers of the local NECA group 
are: Cliff White, (Empire Electric 
Co.) president; Jack Burton, (Bur- 
ton Bros. Electric Co.) vice-presi- 
dent, and M. T. Dorsett, executive 
business manager. Local IBEW of- 
ficers are: Bryan Kaney, president; 
E. L. Kenderdine, vice-president; and 
Fred Otto, secretary and_ business 
manager. 

Spokesmen for both groups main- 
tain that no two local employer-em- 
ployee groups in the U. S. have a bet- 
ter record of labor-management har- 
mony. Representatives of both meet 
jointly at least four times a year on 
a social basis—usually at a dinner— 
whether there is any business at hand 
or not. If there are policies to be 
agreed upon, joint committees meet 
and iron out any differences speedi- 
ly and in a spirit of good will. This 
was the procedure followed all 
through the war years, during which 
no work stoppages whatever occurred. 

The two groups are in the midst 
of a four-year apprenticeship training 
program, governed by a committee 
made up of three NECA men and 
three IBEW. At present there are 
90 apprentices who supplement their 
daily work experience with two nights 
of classroom and laboratory work each 
week. About 90 per cent of these 


NEWA ELECTS OFFICERS—E. B. Ingraham (center), president, Times Ap. 
pliance Co., New York, was re-elected president of the National Electrical 
Wholesalers Association at the 40th Anniversary Convention held in 
Buffalo. Shown with him (left) are W. G. Peirce, Jr., president, Peirce. 
Phelps, Inc., Philadelphia, newly elected vice-president of the Association 
and chairman of the Appliance Division, and D. M. Salsbury, president, 
Westinghouse Electric Supply Co., New York, re-elected vice-president and 








chairman of the Apparatus and Supply Division. 


apprentices are war veterans whose 
training is sponsored ‘by the Veterans 
Administration under the GI bill of 
rights. Thus far, eight have been 


advanced to journeyman status un- 
der the training program, and others 
are in various stages of completion 
of the minimum requirements for 


journeyman status. 


[AEE Heads Re-elected 
At Meeting in Raleigh 


ALL orFicers of the North Caro. 
lina Chapter of the Intrenational 
Association of Electrical Inspectors 
were re-elected for another year at the 
organization’s annual two-day meet- 
ing at Raleigh, N. C., with N. E. 
Cannady of Raleigh, state electrical 
inspector, being retained as president. 

Other officers re-elected were: C. 
S. Whitaker of Durham, secretary- 
treasurer; and C. T. Johnson of Ashe- 
ville, W. A. Darden Jr., of Gaines- 
ville, Mrs. James H. Anderson of 
Raleigh, and D. S. Nichols of Wilson, 
executive committee members. 

The meeting was attended by 
nearly 500 persons and the speakers 
included: State Insurance Commis- 
sioner William P. Hodges, of Ra- 
leigh; G. B. Price, of Raleigh, chair- 
man of the State Rural Electrifica- 
tion Authority; D. S. Weaver of Ra- 
leigh, assistant director of the N. 
C. State College Extension Service; 
Governor R. Gregg Cherry of Ra 
leigh; T. B. Smiley, of Raleigh; As- 
sociate Justice W. A. Devin of the 
North Carolina State Supreme Court; 
M. B. Haynes of Asheville, N. C.; D. 
S. Nichols of the State Board of Ex- 
aminers of Electrical Contractors; E. 
C. Peele of Burlington, N. C., Vic 
tor H. Tousley of Chicago, secretary- 


treasurer of the International Asso- 
ciation of Electrical Inspectors; E. B 
Paxton of the General Electric Com 
pany, Schenectady, N. Y.; and Roy A. 
Palmer of the Duke Power Com- 
pany, Charlotte, N. C. 


MORE POWER FOR CAROLINA—L. V. Sutton, president and general 
manager of Carolina Power & Light Co., turns the first shovel of earth 
at the ground-breaking ceremony for the construction by his company 
of a new 120,000 horsepower steam electric generating plant near Lumber- 
ton, N. C. In the background are, left to right, Congressman J. Bayard 
Clark; Rev. R. L. Alexander; Ingram P. Hedgpeth, president, Lumberton 
Chamber of Commerce; and H. E. Stacy, vice-president, Lumberton Chamber 
of Commerce 
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PARTITION 
|DIVIDES ARG 
CHAMBER IN- 
TO 2 CELLS, 
ISOLATING 
LINE @ LOAD 
CONTACTS. 


ARC CHAMBER 
1S CLOSE 
FITTING TO 
EXCLUDE AIR 





IN FULL “ON” POSITION, the parti- 
tioned bakelite arcing chamber car- 
ries the free-floating contact slug in 
perfect alig t. The “Clampmatic” 
pressure spring assures contacts tight 
as a bolted connection. 





Safety switches with 


gee BullDog Vacu-Break Safety Switch has an 
automatic guardian which springs to action when- 
ever a dangerous arc threatens. 


Vacu-Break means real safety 


With BullDog Vacu-Break Safety Switches, arcing 
cannot get out of control. When contact is broken, the 
limited air supply automatically snuffs out the arc in 
an instant. The special, exclusive construction of the 
arcing chamber all but eliminates arcs entirely. And 
the CLAMPMATIC feature assures contacts tight as a 
bolted connection for cool operation. 


Long-lived, too 


BullDog’s Vacu-Break feature means greater efficiency 
and longer useful life, too. Burning and pitting of 
contact points are greatly reduced. Current flows 
smoothly through the silvered copper conductors. 

All ways, Vacu-Break Safety Switches are better. 
Safer . . . dangerous arcs are curbed. More efficient 
... power flows smoothly. Longer lasting . . . wear 
due to burning and pitting is drastically reduced. 
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BullDog manufactures Vacu-Break Safety Switches * SafToFuse 
Panelboards * Superba and Rocker Type Lighting Panels * Switch- 
boards * Circuit Master Breakers * “‘Lo-X" Feeder BUStribution 
| DUCT + “Plug-In Type BUStribution DUCT * Universal Trol-E- 
Duct for flexible lighting * Industrial Trol-E-Duct for portable tools, 


cranes, hoists. 


RUPTURING THE CIRCUIT, the quick 
outward movement of the housing 
reduces the amount of air in the 
arcing chamber. Magnetic blow-out 
force throws the arc against the 
chamber walls for final dissipation. 


IN FULL “OFF” POSITION, the sta- 
tionary contacts: remain partially in- 
serted in the arcing chamber, sealing 
them against dust and dirt. 


BullDog’s Field Engineers welcome the chance to sit 
in on the planning stages of a building project. Their 
knowledge of electrical distribution layout can mean 
savings in installation and maintenance costs, as 
well as highest efficiency and reliability in actual 
operation. Why not take advantage of this pre- 


building service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BuLLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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ens = 
LIGHTIN G AND 
ROOM 


——— e 
sta BuecTRIC Co 








*I don’t give a hoot if it is brighter than your third degree room— 
I said get him out of here!” 








"Hé's not repairing the 
Clock--he's watching it!" 


Ret RRR ES 


Cue 








“You mean the new electric typewriter 
hasn't helped my spelling at all?” 
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Recent View Of Con:inuous Wire Draw:ng Department 


Serving the South’s 
4 ©6Electric Systems 


Southern Electrical Corporation now of- 


With the Finest 
in Electrical 
Conductor for 


DA a Ed Transmission 
t t ut t t istri i 
eity im e South, Southern eetrica an d Distribution 


Corporation features new equipment and 


fers electric utilities in the South a new 
source of copper and aluminum conductor. 


With the only conductor production capa- 


complete lines of both types up to size 4/0. 


SOUTHERN ELECTRICAL CORPORATION 


Manufacturers of Copper and Aluminum Wire and Cable 
P.O. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 
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Designed to reduce humidity in basements and 
light commercial applications, the Frigidaire 
dehumidifier (above) is equipped with a fan 
that draws the moist air over a series of coils, 
removing the moisture and condensing it into 
drops of water. The Cold-Wall Imperial 
(above, left) embodies a “locker-top” freezer 
chest, easily accessible by means of a separate 
upper door. The new Frigidaire farm freezer 


New G-E Department 
For Wires and Devices 


THE Construction Materials De- 
partment, a new operating depart- 
ment of the General Electric Com- 
pany, was established effective May 
1, it has been announced by Charles 
E. Wilson, G-E president. 

C. D. Hepler, formerly vice-presi- 
dent in charge of marketing for The 
Trumble Electric Manufacturing 
Company, a G-E affiliate, has been 
named general manager of the new 
department, Mr. Wilson said. Head- 
quarters are at Bridgeport, Conn. 

The new department will be re- 
sponsible for the products of the fol- 
lowing present divisions of the Ap- 
pliance and Merchandise Depart- 
ment: wire and cable, wiring devices, 
accessory equipment, conduit prod- 
ucts, Tungar and metallic rectifiers. 

Mr. Hepler joined the Trumbull 
organization in 1929 as manager of 
its Seattle, Wash., plant. In 1933 
he became vice-president and general 
manager of the Trumbull Pacific Di- 
vision, and was made president of 
this division in 1945. He became 
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Cleft) is divided 


vice-president in charge of manufac- 
turing at all Trumbull plants in Jan- 
uary, 1946, at which time he was 
transferred to the Plainville, Conn., 
plant. In May, 1947, Mr. Hepler re- 
ceived a promotion to vice-president 
in charge of marketing. 


New Appliance Lines 
Shown by Frigidaire 


PuBLIC ANNOUNCEMENT of new 


household refrigerators, electric 
ranges, a dehumidifier, farm freezers, 
air conditioners and commercial re- 
frigeration equipment was made re- 
cently by P. M. Bratten, general sales 
manager of Frigidaire Division of 
General Motors Corporation. 

Mr. Bratten pointed out that a five 
per cent reduction in prices of Frigi- 
daire household appliances, recently 
announced by General Motors, ap- 
plies to nine new refrigerator models 
and seven new ranges introduced 
currently. This price reduction al- 
so affects the Frigidaire automatic 
clothes washer, automatic dryer, elec- 
tric ironer and water heaters. 


into separate freezer and 
storage compartments. 


He stressed the fact that includ- 
ing this five per cent price reduction, 
the price of new refrigerators, includ- 
ing some models announced last Oc- 
tober, are now from 11 to 21 per 
cent less than former prices of su- 
perseded models. He further explain- 
ed that the additional reduction was 
due to design changes and increased 
production capacity. 

Three distinctive types of refrigera- 
tors have been developed by Frigi- 
daire. Compact design and improved 
styling have been incorporated into 
the new lines affording up to 50 per 
cent more food storage space in some 
models than in previous refrigerators 
occupying the same kitchen area. 
Nine models offer a wide selection 
to fit any household need and fami- 
ly pocketbook. 

An advancement in moist-food 
storage facilities is exemplified in a 
new Cold-Wall Imperial, a two-door 
combination refrigerator and home 
freezer with 10-cubic-feet of storage 
capacity, priced at $398.75. An up- 
per door opens to a “locker-top” 
freezer chest, which holds more than 
70 pounds of frozen food. Below is 
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a large Cold-Wall food compartment 
with sealed refrigerant tubes in the 
walls, top and bottom, to insure moist 
storage conditions where food can be 
stored without covering. ‘The hydra- 
§ tor, for fruits and vegetables, is full- 
width. 

| Many new products have been add- 
| ed to the company’s commercial re- 
» frigeration and air conditioning lines. 
» Two new window-type room condi- 
| tioners have been designed for homes 
| and offices. A large model is equip- 
ped with two rotary Meter-Miser re- 
frigerating units and will circulate 
clean, cool, filtered air at the rate of 
325-cubic-feet per minute. The small- 
er conditioner, containing a single ro- 
tary unit, will move air at the rate of 
185-cubic-feet per minute. A remote- 
type floor room conditioner for use 
in homes, offices, hotels, apartments 
and clinics is another new product. 
With a nominal capacity of 10,000 
to 15,000 BTU’s per hour, a unit of 
this type will cool, filter, dehumidify 
and circulate air at the rate of 450- 
cubicfeet per minute. 

There are three and five-ton ca- 
pacity, self-contained, packaged air 
conditioners for offices, stores, restau- 
rants and other business establish- 
ments. These units require little 
more than half the floor space oc- 
cupied by an ordinary office desk. In 
addition, there are nine models of 
central system air conditioning equip- 
ment, including vertical, horizontal 
and suspended type units with re- 
frigerating capacities ranging from five 
to 40 tons. 


Richmond Distributor 
Remodels Building 


FORMAL OPENING Of newly remod- 
eled showrooms, offices, service de- 
partment and building exterior of 
Louis O. Bowman, Inc., Crosley dis- 
tributor in the Richmond, Virginia, 
area, during April has been announc- 
ed by Louis O. Bowman, president. 

The business, which was establish- 
ed in 1940 in a building containing 
9,000 square feet, is now housed in 
a building containing 36,000 square 
feet. The larger place was purchased 
in 1942 by the Bowman Company. 

Geographical situation of the firm 
in the Richmond hills makes it pos- 
sible for the first floor to be on street 
level at the front of the building 
and, in the rear, street level is on 
the second floor. A private railroad 
siding makes the building easily ac- 
cessible. 

In addition to Mr. Bowman, the 
company has 27 employees, headed 
by T. S. Bayless, sales manager. 
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(APPROVEDe 


NEATEReFASTERe STRONGERe 


ALL-STEEL 
INDENTER-TYPE 


Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 
indenter Fittings are easier 
and faster to use, but also 
make neater, stronger con, 
nections. Two Easy Squeezas 
and they’re set. Start using 
Briegel Fittings today. Have 
more satisfied customers— 
more profits from each job! 


DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey City, N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 
Pittsburgh, Pa. 


j All B-M Fittings Carry the 
Underwriters Seal of Approval 


Cross Section Show- 
ing Indentations. 


BRIEGEL 
METHOD 
TOOL CO. 


GALVA, ILLINOIS 





153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well- illustrated bulle- 
tins, now available from the Schwitzer-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products €o., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusel y illustrated. The many drawings included show 
details of the duct, the various fittings, and the hangers, as well 


as diagrams of complete systems both of the centralized and 


decentralized system. 


Lee ae Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be ‘of special interest to all who are interested in the “behind- 
the-scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con- 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire are now available in a bulletin desig- 
nated as H-407 and available from Hazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, Pa. 
= insert gives comparative data on copper and aluminum con- 
uctors. 


177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of balanced lag 
— fuses. Pierce fuses are listed by Underwriters’ Labora- 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi- 
neered tam" has been announced b Mobilite, Inc., Jersey 
City, N. J. The booklet describes an illustrates the various 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of the Blo- 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Po- 
— Calif. The many diagrams illustrate the principle of the 
0-Fan. 


181—Planned Home Laundry. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun 
dries, Bendix Ilome Appliances, Inc., South Bend 24, Ind., wl 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav- 
ing home laundries. The laundry rooms are lithographed in 
four colors and opposite each is a blue print of the floor plan. 


184—Electrical Equipment. Catalog. The Pyle-National Com- 
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pany, Chicago, Ill., announces a complete catalog describing all 
of their products, "including the Pylets conduit fittings. e 
catalog contains information on a wide range of plugs and re 
ceptacles, dust-tight and explosion-proof fittings, fixture han 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wire 
Company, Lowell, Mass., has available an illustrated folder de- 
scribing their various types of cords and cord sets. Sizes, colors, 
and other pertinent information is given. 


186—Hot Water Heater. Informative and well-illustrated data 
are available from M. M. Hedges Manufacturing Co., Inc., 
ne Tenn., on their line of Mertland Automatic water 
eaters. 


187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans 
Booklet available from Emerson Electric Manufacturing Co., St. 
Louis 21, Mo. 

190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At- 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. e booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial lighting. and 
special home lighting. 


191—Hole Cutter. A new folder pense y | the “Jiffy” adjus 
table hole cutter for cutting holes in steel boxes, plates, tanks, 
etc., has been issued by Clyde W. Lint, 1144 West Washing 
ton Blvd., Chicago 7, it 


194—Hi-Strength Connectors. Jasper Blackburn Products 
Corp., St. Louis 6, Mo., announce an attractive folder which 
takes the reader on a “behind the scenes” tour of their plant 
to see how the Blackburn Hi-Strength Connectors are made. 


196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
V-Shaped Fluorescent Luminaire, which is so compactly de- 
signed that it = | to be semi- recessed. Bulletin No. 1054 
describes the Electro “Louver-Lite.” Both bulletins are avail- 
able from the manufacturer, Electro Manufacturing Company, 


Chicago, II] 


199—Industrial Fixtures. Informative data may be obtained 
from the Workolite Company, 522 Cortlandt Street, Belleville 
9, N. J., on their line of industrial fluorescent fixtures. 


200—Aluminum Building Wire. An attractive, 32-page oT 
let on aluminum building wire has been announced by U. 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
Americas, New York 20, N. Y. Such data as conductivity, cor- 
rosion resistance, soldering, voltage drop, etc. are given. 


202—Lugs and Connectors. A profusely illustrated, 16-page 
booklet is yan 4 from Kreuger & Hudepohl, 5 East Third St.. 
Cincinnati 2, Ohio, describing their line of solderless terminal 
lugs and connectors. 


203—Lithonia Fluorescent Fixtures. A well-illustrated book 
let describing in detail the manufacturer’s line of fluorescent 
fixtures for the home, office. store, and industry is availab'e 
from Lithonia Lighting Products Company, Inc., Lithoma, 


Georgia. 


205—Cable Connectors. Bulletin 16, describing and_ illus- 
trating four distinctive types of service entrance cable connec- 
tors, each having its own advantages for a particular application. 
is available from The M. & W. Electric Manufacturing Com- 
pany, East Palestine, Ohio. Many other electrical fittings are 
also listed in this 19-page bulletin. 


ELECTRICAL SOUTH for JUNE, 1948 





206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tools, moving test lines, cranes, 
sad bouts and other industrial applications is offered in the new 
28-page Catalog No. 20 now available from Feedrail Corpora- 
tion, 125 Barclay St., New York 7, N. Y. 


208—Air Conditioning. The Air Conditioning Products Com. 
pany, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
new catalog, 42-B, containing complete information about its 
“Air-Flo” * of automatic shutters, automatic ceiling shut- 
ters, automatic back’ draft dampers, manually operated shut 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed “Stock 
List and Shipping Expectations” for emclad Thermoplastic 
Insulated Wire, types T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N. C. 


212—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul- 
letins contain data on installations in homes, apartments, com- 
mercial and industrial applications. 

215—Electrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, “L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 


217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com- 
plete line of bakelite wire connectors, including specifications 
and price. 


218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. d in amperes and 
length in feet are set on the calculator to read voltage drop. 


219—Chromalox Heating Units. An attractive loose-leaf bin- 
der containing Chromalox heating unit bulletins, samples of 
direct mail folders, and other sales aids is now available from 
Edwin L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, 
Pa. The bulletins cover the triangular electric range units, 
the Super-Speed range units, range replacement units, and a 
wide range of heating units for industrial and special applica- 
tions. 


221—Electric Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from The Hoover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated, two-color pamphlet 
explains special features and advantages of the Hoover motor 
and contains a list of 24 ways to use it. 


222—Germicidal Lamps. A six-page booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park, Cleveland 2, Ohio. 

224—Gedney Fittings. ee | Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 
letin 48, a 62-page, profusely illustrated catalog covering their 
complete line of electrical fittings. 


_ 225—Conductor Fittings and Devices. A complete catalog. 
illustrated, and listing prices, has been issued by Penn-Union 
Electric Corporation, Erie, Pa. 


227—Ventilating Fans. The Murray Company, 3200 Canton 
St., Dallas, Texas, has available informative data sheets describ- 
ing their line of ventilating fans, which range from 36 inches 
to 48 inches in size. 


_ 228—Wiley Fluorescent Fixtures. A catalog containing full 
information, eo data and — output charts for the 
complete line of commercial and industrial fluorescent lighting 
fixtures and spots is available from The R. & W. Wiley Co.. 
Buffalo, N. y 

230—Electrical Wiring Devices. A 36-page, fully-illustrated 
catalog has been issued by Kulka Electric Mfg. Co., Inc., 30 
South Street, Mount Vernon, N. Y., which describes their line 
of wiring devices. Listed in the catalog are fluorescent lamp 
holders, ballasts, and starters; incandescent r tacles and 
sockets; maritime sockets and switches; swivel units; terminal 
strips, and other specialties. 


231—Heater Cords. Catalog Sheet No. 70 is available from 
Cornish Wire Company, Inc., 15 Park Row, New York 7, N 
Y., giving specifications and inent information on their 
line of heater cords for use with electric irons, toasters, hea’ 
ers, roasters, and other equipment. 
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233—Slater Wiring Devices. A detailed catalog, giving all 
necessary information for specification and purchase of their 
full line of wiring devices, is announced by Slater Electric and 
Manufacturing Co., 56th Street and 37th Ave., Woodside, N. Y. 


235—Keystone Fixtures. Catalog No. 45, describing and illu- 
strating commercial and industrial fluorescent fixtures, wall 
brackets, and exterior lighting fixtures is available from Key- 
stone Electric Manufacturing Company, 2228-36 East Tioga 
Street, Philadelphia 34, Pa. 


236—Bar-Brook Attic Fans. Two new folders have been an- 
nounced by Bar-Brook Mfg. Co., Inc., Shreveport, La. Form 
No. 226, entitled “Eighty Box Cars Full of Breezes Every 
Hour,” describes the W-30 Window Fan in complete detail. 
Form No. 225 illustrates the Breezebuilder Attic Fan, with 
performance and installation data. 


237—Wires and Cables. The latest catalog from John A. 
Roebling’s Sons’ Company, Trenton 2, N. J., contains descrip- 
tive material on magnet wire, building wire, metallic and non- 
metallic covered power and parkway cable, varnished cable, and 
other miscellaneous items. Also contained in the catalog are 
tables giving sizes, dimensions and weights of the different 
types p wire and cable. 


239—Window Fans. Meier Electric & Machine Co., Inc., 
3525 E. Washington St., Indianapolis 7, Ind., have available the 
following catalog sheets: Form 2207, which describes and illu- 
strates each of their five Nu-air Windofans; Form 2208, de- 
scribing and illustrating three three-blade and one four-blade 
Nu-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


240—Wall Charts. Harco Equipment Company, 2473 Sher- 
man Avenue, Washington, D. C., announces that a limited num- 
ber of their wall charts is still available. These wall charts illu- 
strate in-stock equipment such as switches, short circuiters, 
brush holders, mounting rubbers for electric motors, pumps, 
condensing units, etc. One of these charts features 255 ile. 
strations of electric motor bearings. 


241—Explosion-proof Products. A new 108-page catalog, No. 
H-4711, illustrates and describes the manufacturer’s line of ex- 
plosion-proof pe. Contained in the catalog are schematic 
illustrations of typical applicational layouts for hazardous ioca- 
tions, in accordance with the National Electrical Codes, wiring 
diagrams, dimensions, weights, list prices, and all pertinent tech- 
nical data for products listed. Catalog available from Russell 
& Stoll Co., Inc., 125 Barclay St., New York 7, N. Y. 


242—Simplex Wires and Cables. A 16-page General Catal 
has been made available by the Simplex Wire & Cable Co., 7 
Sidney St., Cambridge 39, Mass. The catalog contains little 
or no technical information but has been designed to give an 
over-all bird’s-eye view of the company and its products. 


243—Installing Fans. An illustrated booklet, showing vari- 
ous sizes and models of attic and panel fans for every home or 
building, has been made available from American Machine & 
Metals, Fan-Pac Division, East Moline, Ill. Process of installa- 
tion is described in detail. 


244—Jackson Fans. Literature and catalog sheets describing 
the complete line of products of Jackson Ventilating Company, 
1505 W. Fairview Ave., Mcntgomery, Ala., are available. 








282—Cords and Cables. ‘Ihe Simplex Wire & Cable Co., 
has just issued an attractive 68-page catalog giving descriptions 
of the Simplex-Tirex portable cords and cables. Complete: in- 
formation on splicing is also included, as well as a_ pictorial 
section on applications. It may be obtained from 79 Sidney 
St., Cambridge 39, Mass. 


283—Reed Unit-Fans. A new 16-page booklet on unit-fans 
has been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves all purposes and uses. 


284—Electrical Specialties. A catalog, No. 43, showing their 
complete line of electrical specialties is available from McGill 
Mfg. Co., Inc., Box 650, Valparaiso, Ind. Included is descrip- 
tive data on the many sizes and types of Levolier switches and 
McGill portable and vaporproof lamp guards. 


285—Switches and Outlets. Literature giving information on 
prices, construction and quality of the toggle switches, duplex 
outlets, and flush plates manufactured by All-Plastic Manufac- 
turing Company, Box 2135, Terminal Annex, Los Angeles 54 
Calif., is now available upon request. Samples are also available 
upon request. 


286—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables and a copy of the AIEE Standards or 
Insulator Tests. 


287—Condensed Lighting Catalog. ‘This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent lighting 
equipment. Each item is fully illustrated and cataloged, and 
many are accompanied by installation drawings. 


288—Unit Heaters. A 16-page catalog, No. EC-4, describing 
the complete line of Electromode unit heaters from 1500 watts 
to 60,000 watts, has just been released by Electromode Corp., 
45 Crouch St., Rochester 3, N. Y. The book is illustrated with 
pictures of installations, heaters, controls, and wiring diagrams. 
It also carries a Heating Analysis Sheet to assist in solving in- 
dustrial heating problems. 


289—Air Cooled Transformers. Bulletin 1246, available from 
Sorgel Electric Co., 832 W. National Ave., Milwaukee 4, Wis., 
describes the latest development in dry type transformers for in- 
door installation, % kv-a to 1000 kv-a, single-phase and three- 
phase, with voltages from 115 volts to 13,200 volts. 


290—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connectors for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


291—Home Freezers. Full information on the Orley Sixteen. 
with a 16 cubic ft. capacity, and the Orley Super-Seven, with 
a 7% ft. capacity, is available from Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich. 


292—Electric Water Heaters. Rheem Manufacturing Co., 570 
Iuxington Ave., N. Y. 22, has descriptive literature available 
on their line of automatic water heaters. This includes illu- 
strations and data on the new “Table-Top” model. 


__293—Residential Lighting Fixtures. A complete and diver- 
sified line. of. incandescent lighting fixtures is illustrated in 
Catalog No. 47, which may be obtained from the Puritan Light- 


ing Fixture Co., 21 Boerum St., Brooklyn, N. Y. or from the 
southern agent, Al Orlick P. O. Box 1033 Sanford, N. C. 


_ 294—Electric Steam Radiators. An attractive die-cut booklet 
is now available from the Electric Steam Radiator Corp., Paris, 
Ky., describing the specifications, performance and construction 
of Electresteem portable electric stéam radiators. 


_ 295—F-Lamp Ballasts. A comprehensive 28-page catalog, de- 
signated as Bulletin GEA-4950, and entitled “Ballasts for Fluo- 
rescent Lamps,” has been announced by General Electric Co.. 
Schenectady, N. Y. The bulletin lists ballasts for all lamps in 
— to dimensions, wiring diagrams and complete speci- 
ications. 


296—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires” is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co. The ma- 
nual contains complete engineering information on the manv 


58 











types of wire and cable required by the building industrv. 
Tables showing dimensions and weights of all cable construc- 
tions are included as well as a section devoted to valuable engi- 
neering data. 


297—Wire and Cable. An illustrated booklet containing de- 
sa of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flamenol cords, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


_ 298—Propeller Fans. Features, performance tables, dimen 
sions, and accessories are included in a handy, comprehensive 
bulletin, No. 2444, issued by The Herman Nelson Corp., Mo- 
line, Ill. All fans rated in accordance with ASHVE and NAFM 
Standard Test Code. 


299—Brush Control. “ABC ot Chemical Right-of-Way 
Maintenance” is the title of a four-color booklet recently is 
sued by the Asplundh Tree Expert Co., Jenkintown, Pa. It 
describes clearly the killing effect of Asplundh’s new, ex 
clusive, and simplified method of chemical brush control 


300—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter & Mfg. Co., 2738 W. War 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutters and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


301—Air Conditioner. Specification sheets including com 
plete data on 1/2 and 3/4 HP selt-contained room air condi 
tioners for window sill installations are available from Fedders 
Quigan Corp., Buffalo 7, N. Y. Functions of those condition 
ers are cooling, dehumidification, filtering, circulation, and ven- 
tilation. 


302—Attic Fan. A new bulletin describing the complete 
Wind-Way attic fan system for every size home has been made 
available by Wind-Way Fan & Ventilator Co., 531 St. Joseph 
St., New Orleans, 13, La. 


303—Door Chime. Informative data on an electric door mat 
and chime combination for both heme and office may be ob 
tained from Brockman Sales Co., Dept. C, 314 29th St., South, 
St. Petersburg, Fla. 


304—Coil Equipment. Specialized equipment for rewinding 
and repairing motor and generators is described in a series of 
data sheets released by Potter & Rayfield, Inc., 1570 Northside 
Dr., Atlanta, Ga. Described are such items as coil winders, 
wire racks, insulation folders, and other devices. 


305—Electrical Materials. Three informative bulletins, No. | 
entitled Lightning Arresters Data; No. 2, Wire Stringing Tool 
Data; and No. 3, Hub Rak Data on Secondary Distribution, have 
been released by Hubbard and Co., Pittsburgh 1, Pa. 


306—Wiring Devices. Fully illustrated catalog sheets, com- 
plete with specifications are included in a folder made avail 
eble by Bauman-Worth Corp., 57-75 Thames St., Brooklyn 6, 
N. Y. Among the items described are a variety of sockets, rece] 
tacles, wall plates, switches, etc. 


307—Portable Radiator. The advantages of the Electresteem 
portable radiator are illustrated by means of questions and an 
swers in a folder made available by Electric Steam Radiator Corp., 
1 Electric Ave., Paris, Ky. 


308—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 2 
Ohio. A wealth of information, including specifications, descri] 


tions, and illustrations, is included. 


309—Busduct Data. Various applications of the FA busduct 
for industrial purposes are illustrated in this 31-page bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo 
Also included are charts and diagrams which give voltage drop 
and all other pertinent information concerning this product. 


310—Fuses. Listed by Underwriters’ Laboratories, the Pierce 
renewable fuses are fully described in an illustrated folder which 
may be obtained from Pierce Renewable Fuses, Inc., 211-219 
Hertel Ave., Buffalo 7, N. Y. Much useful information is in- 
cluded. 


311—Lighting Plans. Set of 48 printed plans showing diagrams 
and complete specifications for flood lighting sports arenas, 
courts, ranges fields and stadia as well as buildings, displays, etc. 
Particularly valuable to planning boards and contractors. Writc 
S & M Lamp Co., 119 W. 36th Place, Los Angeles 7, Calif. 
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Sure, selling a top-quality wiring job is a 
tough deal when customerscan’t tellan ampere 
from an ohm. But here’s a brand-new focal 
point for your sales story—silence and smooth 
action —features you can demonstrate! 
With its new 10-ampere, 125 volts, T-rating, 
this new mercury switch opens up new 
fields for silent switch applications, matches 
quiet operation to today’s heavy loads. It’s a 
long-life, specification-grade switch, made 
well to do its job well — another G-E first — 


to help you sell more top-notch wiring jobs. 

And, when you’re talking high-quality wir- 
ing, remember the selling power of the 
General Electric name. It identifies a com- 
plete line of wiring devices which your 
customers know they can trust. Ask your 
General Electric merchandise distributor 
about the new mercury switch and the rest of 
this complete line. Section DI-624, General 
Electric Company, Bridgeport 2, Connecticut. 


GENERAL @ ELECTRIC 
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Power Survey Findings 
Recently Made Available 


THE ELECTRIC POWER supply situa- 
tion in the United States will be ap- 
proximately the same for 1948 as it 
was in 1947-tight but adequate— 
Charles E. Oakes, president of the 
Edison Electric Institute, said recent- 
ly in announcing the findings of a 
third nationwide power survey made 
by the same Committee of the elec- 
tric industry’s top power experts that 
precisely forecast months in advance 
the conditions prevailing last year. 

The results of this survey have been 
made available to the National Secur- 
ity Resources Board at Washington. 
Summing up the essential points as 
they appear from the survey, Mr. 
Oakes said: 

“The U. S. has an adequate power 
supply at present, although reserve 
margins are narrow. 

“There is a remarkably high degree 
of system co-ordination to get the 
most out of all the generating facili- 
ties within different areas. 

“Everything is being done that can 
practically be done to add new capa- 
city. 

“The turbine factories are loaded to 
capacity. 

“In three years the country will be 
back to normal reserves.”’ 

The fabrication and installation of 
new gcic.ating equipment is proceed- 
ing as fast as manutacturing facilities 
will permit. Steam turbine manufac- 
turers are booked to capacity three 
years ahead. Generators are being 
produced at the rate of 5-1/2 million 
kilowatts per annum for central sta- 
tions and another 1/2 million kilo- 
watts for isolated industrial plants. 

At the same time the demand for 
electric power continues to rise month 
by month. New and expanded uses 
of electricity are developing and labor 
costs are placing a high premium on 
greater application of electric power. 
Last year’s volume of manufacture of 
electrical appliances is illuminating on 
this point. It was five times the pre- 
war volume. 

From V-J Day to the end of 1951, 
about 23,000,000 kilowatts of gener- 
ating capacity will have been install- 
ed, of which amount 18-1/2 million 
kilowatts will have been put into serv- 
ice by the utility companies and 
about 4-1/2 million by various gov- 
ernmental agencies. By that time 
companies expect they will have es- 
tablished their normal peacetime mar- 
gin of reserves and thereafter building 
programs will simply be required to 
keep up with the expansion of a grow- 
ing industry. 

The electric industry is continuing 
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to add new customers at a record 
pace. The 1946 record broke the 
previously high 1924 record for new 
customers added. The 1947 addition 
of customers topped the 1946 record, 
and the first quarter of 1948 has run 
ahead of the first quarter of last year. 
The industry however is approaching 
saturation so far as existing establish- 
ments are concerned. Ninety-three 
per cent of occupied dwellings are now 
served, and service is available to 
97 per cent. Construction programs 
under way will carry this latter figure 
close to 100 per cent in another three 
or four years su that further increase 
in customers must depend entirely on 
population growth and new housing. 





New Kitchen Products 
Revealed by American 


FIVE NEW PRODUCTS, designed to 
serve as functional and decorative 
units in the kitchen, have been placed 
on the market by American Central 
Division-Avco Manufacturing Corp. 

The American Kitchens Disposer, 
equipped with knee action pulverizer, 
disposes of any ordinary kitchen waste 
in less than a minute. Drains and 
pipes are kept clear of refuse by the 
force of water from tap and the 
abrasive action of the ground waste 
as it is driven into the drain by the 
powerful impellers which serve as a 
pump to quickly empty the disposer 











Above is the American Kitchens 

Disposer recently put on the mar- 

ket. Special disposer sales training 

course and sales promotional kit 

are being offered all American 
dealers. 
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receptacle so that no waste remains 
to generate objectionable odors. All 
moving parts are permanently lubri- 


- cated and sealed. 


Another new product ready for im- 
mediate delivery is the American 
ventilator, especially designed for 
kitchen use, which removes fumes 
and atmospheric gases, in this way 
serving as a fire prevention agency. 

Two types of what-not shelves and 
an aluminum serve-cart with remova- 
ble top tray concludes the list of 
products. 


Lower Prices Effected By 
Leading Manufacturers 


DurinG THE Last few weeks added 
price reductions have been announced 
by three major electrical manufactur- 
ers. General Electric, it was revealed 
by Charles E. Wilson, president, has 
instituted a flat five per cent lowering 
on certain lines of Apparatus Depart- 
ment products. The second such 
price cut in 1948, this present reduc- 
tion will amount to a saving of nearly 
$10,000,000 for the company’s cus- 
tomers, it was pointed out by Mr. 
Wilson. 

F. M. Sloan, of Westinghouse si- 
milarly announced price reductions 
ranging from $20 to $125 on a table 
model and four console radios. The 
reductions, ranging from 13 per cent 
to 20 per cent, have been made on one 
model in each of the Radio Division's 
five major price brackets. 

The price of Westinghouse single- 
phase watt-hour meters has also been 
reduced five per cent, according to 
Tom Turner, manager of the com- 
pany’s Meter Division. The reduc- 
tion will mean an annual saving of 
approximately $700,000 to buyers of 
such equipment. At the same time 
the company has reduced the price of 
electrical relays five per cent. Produc- 
tion of watt-hour meters and relays by 
Westinghouse has now reached the 
highest level since before the war. 

General Motors has announced that 
a reduction of 5 per cent in the prices 
of household appliances and small 
electric motors used in such equip 
ment became effective recently. In- 
cluded in items affected by this price 
reduction are small electric motors 
manufactured by Packard Electric Di 
vision, Warren, Ohio; Delco Appli- 
ance Division, Rochester, N. Y., and 
Delco Products Division, Dayton, 
Ohio; also affected are electric refrig- 
erators, ranges, automatic washing 
machines, ironers, electric clothes 
dryers, and water heaters, produced 
and sold by the Frigidaire Division, 
Dayton, Ohio. 
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nih aus ie haat WAT here overhead service with insulated cable is indicated, 
circuits. Varied insulation colors Hazard offers you this simple, self-supporting cable construction 
Seer Se er ae that makes installation quick, easy and economical . . . that pro- 
vides ample protection against tree branches and rough weather 

. that assures lasting, trouble-free, low-cost circuits. 

With Hazard Self-Supporting Aerial Cable, specially com- 
pounded Submarine rubber insulation provides long-lived, mois- 
ture-resisting, electrical protection for the Hazaloy coated copper 
conductors. Over this insulation goes a tough Hazaprene jacket 
that’s well known for its unusual resistance to sun, cold, mois- 











ture, abrasion. 





® Three-conductor Self-Supporting , ; 
Aerial Cable. Hazaprene protective Bound to the cable by a spirally wound metallic tape, a strong 


jacket on each conductor makes splic- . i " 
ine Gd Giabtinatinn, deaate dad tan, Copperweld messenger gives full support between points of sus 







pension. This simple, but effective all-in-one construction (cable, 
messenger, binder) of Hazard Self-Supporting Aerial Cable pro- 

ALUMINUM CONDUCTORS vides the ideal answer to the problems of installing and maintain- 
© Hazard Self-Supporting Aerial Cable ing overhead circuits. For more information, ask your Hazard 















available with Aluminum Conductors. * ° ° — 
Ask your Hazard representative or write representative or write Hazard Insulated Wire Works, Division 
ut Car Tie Tay hawt Reeetgee <ee- of The Okonite Company, Wilkes-Barre, Pennsylvania. 






ductors for overhead service. 


AAZARD 
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Universal Promotes Range 
In Big Spring Campaign 


PrepicTinc that eight new markets 
have been opened to distributors 
and dealers with the advent of the 
Universal Bantam Range, Landers, 
Frary & Clark have swung into ac- 
tion with a spring campaign built 
around its new and improved Bantam 
Range. 

With over 5,000,000 old oil ranges 
in need of replacement and countless 
thousands of old wood and coal stoves 
in rural and small towns, where lack 
of central heating necessitates aux- 
iliary cooking devices, and additional 
thousands of small homes estimated 
to be built in 1948, Landers, Frary 
& Clark is directing its promotional 
efforts toward building bigger range 
profits in small range sales for its 
distributors and dealers. 

Declaring that additional potential 
markets exist in the camp and cot- 
tage, motel and trailer camps, schools 
and institutional fields, W. J. Cash- 
man, director of promotion, publicity, 
and advertising announced that the 
campaign would be aimed at the 
ready made market through powerful 
national advertising, high-lighting big 
range features found in the Bantam, 
thus tapping the great demand for 
this cooking device. 

To set up Bantam Range sales ap- 
proaches Universal distributors and 
dealers will receive free with each 
two Bantam Range purchases a beau- 
tifully illustrated 6-color Bantam 
Range display card, featuring the 
“big four” performance features of 
this plug in range; new mats for co- 
operative follow-up advertising, plus 
sales training material to teach their 
organizations about the market for 
the Universal Bantam and how to 
sell it. 


General Mills To Expand 
Appliance Sales Force 


EXPANSION OF THE General Mills 
Home Appliance sales organization to 
provide additional merchandising serv- 
ices to retailers and distributors has 
been announced by Bill MacDonough, 
sales manager. Four new field men 
were recently added to the present 
sales force of 28, Mr. MacDonough 
said, with an immediate assignment 
to retail sales contacts. 

The new additions 
force are: 

Hugh Smith, will cover Oklahoma 
and Northwest Texas, headquartering 
in Oklahoma City. 

Joe Westbrook, will cover Louis- 
iana and Mississippi, headquartering 
in New Orleans. Both Smith and 


to the sales 
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Westbrook will operate under the di- 
rection of Curtis Carmichael, south- 
western district manager. 

Richard Castle, has been assigned 
to the Central District where he will 
be associated with Joe Kelly, district 
manager. 

Joe McDaid, formerly sales man- 
ager of McDaid Supply, Charleston, 
S. C., and recently with Born Re- 
frigeration, of Atlanta, Georgia, will 
cover North Carolina from headquar- 
ters in Raleigh, N. C., reporting to 
Bill Kieffer, Middle Atlantic district 
manager at Washington, D. C. 

Because the company contemplates 
a continual expansion of its appliance 
lines, the entire merchandising pro- 
gram of the field force will be step- 
ped up. Those products which will 
appear in the immediate future as 
items in the Betty Crocker sponsor- 
ed line are a toaster, food mixer, and 
coffee maker. Roscoe Imhoff, head 
of the home appliance marketing op- 
eration, said the toaster tooling should 
be finished by September, with pro- 
duction scheduled thereafter. It will 
feature a new control developed by 
Maurice Graham, who has done work 
of this kind on General Mills’ iron 
and saucepan. 

The automatic coffeemaker, using 
Mr. Graham’s magnetic motor de- 
velopment, is ready for production 
engineering, and tooling will be start- 
ed within two or three months. 

While under development at the 
present time, the food mixer is not 
yet ready to go into production. 


Norge Introduces 
Automatic Washer 


THe Norce pivision of Borg- 
Warner Corp. returned to the city 
of its inception to introduce the latest 
new product in its line of household 
appliances, a completely automatic 
washer with a number of unique fea- 
tures, including greater capacity than 
any such washer on the market at 
this time. 

Almost 500 St. Louis area dealers 
of the Mayflower Sales Co., Norge 
distributors, joined key factory and 
distributor personnel to witness the 
initial showing of the product, which 
has been in the process of develop- 
ment and refinement since the end 
of the war. 

The new automatic washer has 
double the capacity of most such 
washing machines now on the market. 
More than 18 pounds of laundry 
(two- thirds of the total week’s wash- 
ing for the average family) can be 
washed at one time. 

It is fully automatic, but the ma- 





An outstanding feature of the new 
Norge automatic washer is its capa- 
city of more than 18 pounds. 


chine may be stopped during any 
of the various washing, rinsing or diy- 
ing phases, and certain of them by- 
passed if it is so desired. Solenoid 
switches . prevent water temperature 
from exceeding 100 degrees in the 
prewash and rinse cycles. 

Cabinet exterior dimensions are 
“remarkably” small, according to fac- 
tory officials, and the washing ma 
chine may be installed in the average 
kitchen to be in harmony with other 
major appliances. It is all-white, 
with porcelain enamel top. The cyl- 
inder and tub are porcelain, also, to 
eliminate rust or dirt collection. 


Manufacturers Announce 
Several New Catalogs 


A coLorFuL new folder describing 
Cutler-Hammer’s type M magnetic 
brake is being offered by that com- 
pany. Only three easy adjustments, 
fewer parts, fast action and simple 
design are a few of the advantages 
in this mill type d-c brake. The fold- 
er describes and illustrates 14 features 
in addition to providing dimension 
and rating tables of special interest 
to the design engineer. Free copies 
may be obtained by writing Cutler- 
Hammer, Inc., 233 N. 12th St., Mil- 
waukee 1, Wis., asking for publica- 
tion BR-2. 

OK * ~ 

Catalog No. 48—A has just been 
issued by L. S. Brach Manufactur- 
ing Corp., Newark, N. J., manufactur 
ers of radio and electrical equipment. 
Special sections of this booklet are 
devoted to discussing entrance pal- 
els, house arresters and terminals, ter- 
minal strips, and potheads, and enum- 
erating specifications for these items. 
Text matter throughout is generous- 
ly illustrated with photographs and 
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AMERICAN AMERICAN ——_ a AMERICAN 
TRIUMPH} BOUNTY LEADER 
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*SUGGESTED RETAIL INSTALLED PRICES 
SELL THESE Plerily-F-lua FEATURES 


® 3 Kinds of Cold ® Triple-plated, chrome-finish shelves ® Sanalloy metal freezing units 


1. Normal ® “Triplok’ 3-way Door Handle ® “Ring-free” glass tops on 
2. Sub-freezing @ Famous Economizer Mechanism, Humidrawers 


3. High Humidity lubricated for life ® 5-Year Protection Plan 
WESTINGHOUSE ELECTRIC CORPORATION « Appliance Division « Mansfield, Ohio 


% 
MAKERS OF OVER 30 MILLION 
Guo houde jltild \ estin hous ELECTRIC HOME APPLIANCES 
TUNE IN Ted Malone ... every morning, Monday through Friday .. . A. B. C. Network 
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drawings. All items are tagged \; 
reference numbers, to facilitate 
dering. The catalog is provi 


with “Universal” punch, so that 
P can be conveniently included in 
most any type of binder. 


x x a 


A new, 64-page catalog and ha 

book for Spang Central rigid s 

conduit has been announced by ¢ 

j Spang-Chalfant Division of the \ 


tional Supply Co., Pittsburgh, 

Among the many features in {h 
booklet is a 37-page section of ref 

ence materia! and tables for electri 
contractors and users of condy 

Many tables of electrical data, defiy 

tions of terms, electrical symbols, i.) , 
amples of computing conduct xo 
sizes, and related condensed informa 7}, 
tion have been brought up to dt E. I 
and expanded from an older editio fron 
of the book. This new wire condi ):.1, 
guide has 8% X 11 inch wire-bound ia 
loose-leaf pages. ‘Copies are availabl Col 
from sales representatives for Centr he 
rigid steel conduit, located in pr fj 
cipal cities. W. 

* cd * 


: Lin 
The Rheem process of mechaniz \ 


hot dip galvanizing is colorfully { Bat 
lustrated and explained in an attr 

tive 4-page folder issued by Rheen 

Mfg. Co., 11 West 42nd St., Ne 

York 18, N. Y. Included in th 
booklet are the advantages of this neq 
development which is a combinatior 

of more than twenty years of pr 

tical experience and research in thé 

art of hot dip galvanizing. 


x xs o 


Manufacturer's Catalog No. 1, of 
| P. R. Mallory & Co., covers the pro 
ducts of several important divisions of 


this company and is available to thos 


who may be interested in the variou 
components listed. 

This edition covers the Mallon 
line of capacitors, contacts, rectifiers, 


resistors, switches, vibrators, weldin 

tips and holders, and various special 

4 e 3 metals and alloys, as well as Mallon’s 

Phone or wire your jobber: if he line of special metallurgical products. 

e Inquiries from the trade for this cata- 

does not have them in stock for log should be directed to P. R. Mil: 

a e » « * lory & Co., Inc., 3029 Washington 

immediate shipment, we will ship Se. Tadianagalls 6; tad, or the con 
pany’s nearest branch office. 


& 
to you at once for him. <7 52 


The Earl Lighting Products Corp. 
1413-21 Bainbridge St., Philadelphia 
46, Pa., has available an attractive 24 
page booklet describing their line 0 


PORCELAIN PRODUCTS INC incandescent residential lighting fi 
A tures A wide range of fixtures [0 


FINDLAY, OHIO living room, dining room, bedroom, 


and kitchen, are shown. A color sec- 
tion illustrates the pastel shades aval 
able. 
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Names i in the News 





J. F. Bailey has been named vice- 
president in charge of operations of 
Florida Power Corporation. A former 
division manager at Ocala and for the 
past 10 years president of the Georgia 
Power and Light Company, and an 
FPC vice-president for the past three 
years, Mr. Bailey brings a long back- 
ground of practical operating expe- 
rience to his new position. 

In making the announcement of 
Mr. Bailey’s new post, President 
A. W. Higgins also announced that 
all members of the board of directors 
were re-elected by the stockholders. 
They are: Messrs. Higgins, Bailey, 
E. K. IlgenFritz and W. C. Schoeppe, 
from the company; O. A. Brice, pub- 
lisher of the Lake Wales News; Er- 
vin T. Brown, treasurer of Rollins 
College, Winter Park; R. J. McCut- 
cheon, president of McCutcheon- 
Miller Corporation, St. Petersburg; 
W. M. Palmer, president of Dixie 
Lime Products Company, Ocala; and 
A. Waller Smith, president of the 
Bank of Clearwater. 

as x 

Allan A. Watson has been appoint- 
ed sales manager of The Trumbull 
Flectric Manufacturing Company, 
Plainville, Connecticut, according to a 
recent announcement. In this new 
capacity Mr. Watson will be respon- 
sible for all field sales operations of 
the company. 

A native of Farmington, Connecti- 
cut, Mr. Watson graduated from Yale 
University in 1931 with a B. S. de- 
gree in electrical engineering. He 
joined the Trumbull sales organization 





* 








Among the visitors in the South 
during the past month was William 
G. Church, right, general manager 
for Samson United Corp., of Roch- 
ester, N. Y. Mr. Church was making 
a round of calls with the compa- 
ny’s southeastern representatives, 
Robert T. Fife, left, of Atlanta. 
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Ask for Replacement Catalog RU-147 


it shows you how to: 


Fit all range openings 
A quick selection chart shows the exact CHROMALOX 
Unit and Adaptor Rings you need to fit any electric range. 


Operate with a low-cost inventory 
All replacements are made from a few stock Units plus 
low cost Adaptor Rings . . . which means you can give 
“off the truck” service. 


Get more turnover and profits 
Housewives prefer CHROMALOX Units so you make easy 
sales. With quick and easy installations that fit, you can 
make more service calls and more satisfied customers 
every day. 


eH a a ee VW Be 


RC-30 









EDWIN L. WIEGAND COMPANY - ron THOMAS BOULEVARD - PITTSBURGH 8, PA. 
C. B. Rogers, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. Ward Co., 2711 ‘Commerce St., 
Dallas 1, Texas, 932 M & M Bidg., Houston a. Texas; 1511 Louisiana St., New Orleans 15, ies 
1239 Frankfort St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; Ww. 





Phillips, Jr., 3125 Lamb Ave., Richmond 22, Va.; Chilton & Chiiton, 4126 N. State ~ 


Jackson, Miss. 


65 






















































in 1936, and three years later was 
appointed assistant to the sales man- 
ager. 

In 1942 Mr. Watson entered mil- 
itary service. A recipient of the 
Legion of Merit, he was released from 
active duty in January, 1946, with the 
rank of lieutenant colonel. He was 
appointed manager of the Trumbull 
Company’s plant at Norwood, Ohio 
in 1946. 

* * * 

Frank A. Eustace has been appoint: 

ed to head advertising and sales pro- 


motional activities, it was announced 
yesterday by J. M. Gilbert, secretary- 
treasurer, Silvray Lighting, Inc. Mr. 
Eustace formerly was in charge of ad- 
vertising and sales promotion for P. & 
F. Corbin, Div. of the American Hard- 
ware Corp., at New Britain, Conn., 
and previously a copy writer for two 
New York City agencies. 


The appointment of B. P. Van 
Inwegen as assistant manager of light- 
ing sales at Graybar Electric Com- 
pany has been announced by H. P. 








SIMPLIFY YOUR SALES 
eooMULTIPLY PROFITS! 


Reed Unit-Fans offer you the opportunity for “Comfortable” 
low 


profits on increased sales, with “comfortably” 
inventory costs. With the addition of simple attach- 
ments to the basic Reed Unit-Fans 
— you can display window fans, attic 
fans, portable floor fans or commer- 
cial exhaust jobs. A dealer has only 
to stock basic fan models in different 
sizes to serve this wide variety of 
uses. 


P.F.M.A. Certified Ratings 


. Each Reed Unit-Fan 
is equipped with a heavy duty re- 
versing switch with middle off 
position. and a 10-foot cord and plug. 
Fan case is finished with two coats 
of light Ivory, baked synthetic enamel. 
Blades are sheet aluminum. 


Only Reed “Comfort Cooling” Units, offer you these features. 
Write today for catalog, prices, etc. 


aa DRUID IANS ING 


Manufacturers of Ventilating Equipment 


New Orleans 8, La., U.S.A. 


1001 St. Charles Ave., 



















THE SAME 
REED FAN 








Litchfield, assistant general sales ma, 
ager. 

Mr. Van _ Inwegen started wy 
Graybar in 1934 as a salesman at 4, 
Newark Branch. He is an electri, 
engineering graduate of Renssae 
Polytechnc Institute and has planne 
and sold some outstanding light, 
jobs. 

His appointment is part of Gm 
bar’s program to carry out an agg, 
sive contribution to the industry ply 
ned lighting activity. He will ass: 
R. C. Kinney, Graybar’s national map 
ager of lighting sales. Both will ma 
their headquarters at Graybar Exec, 
tive Offices, 420 Lexington Aveny 
New York City. 

x x 

Appointment of John Peoples , 
branch representative of Genen! 
Mills’ Home Appliances, covering the 
Kansas territory with headquarters in 
Kansas City, was announced recent 
by company officials. 

Mr. Peoples, who is well-know 
throughout Kansas, will serve unde 
Jack Edwards, midwestern manage 
for the appliance operation with of 
fices in St. Louis. 

Mr. Peoples joined General Mil 
Grocery Products Division in 194! 
covering the Chanute, Kansas territon 
and later served from Topeka. He 
served with the 101st Airborne Infan- 
try Division during the war. 

The appointmennt of Hal L. Biddle 
as general sales manager of The Iron 
rite Ironer Company, Mt. Clemens, 
Michigan, has been announced by 
Vice-President W. R. Dabney. 

Mr. Dabney has been general sales 
manager for the past 10 years. For 
the past two years, Mr. Biddle ha 
served as his assistant. 

* ae ~~ 

The Weston Electrical Instrument 
Corporation of Newark, N. J., has an- 
nounced the appointment of thre 
new representatives to cover Texas and 
Oklahoma. This area was formerly 
served by the T. C. Ruhling Com 
pany of Dallas. Mr. Ruhling has te 
tired from business after having served 
the Weston corporation for more than 
19 years. 

The new representatives and their 
territories are: 

Butler and Land, 3405 Milton Ave 
nue, Dallas, north Texas. - 

The Lynn Elliott Company, 324 
M. & M. Building, Houston, south 
Texas. 

Riddle and Hubbell, 302 Sout 
Cheyenne Avenue, Tulsa, all of Ok 
lahoma. 

Each of these firms represent 
other leading manufacturers in th 
Southwest, and they have been select 
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SELLING, 


SPECIALTIES: -- 


gee 


MIMAR PRODUCTS, INC. - 


EL MONTE, CALIFORNIA «+ CHICAGO, ILLINOIS 
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loa d ot these: onstratiOn: 


MIMAR SUPER AIR FLOW (Model #312-R) 


Hot or cold air circulator for summer or winter. Twelve-inch 
fan with overlapping blades operates at a whisper... has low, 
high and intermediate speeds. This model delivers up to 1200 
cu. ft. of cooling air per minute. For heating, fan slows down 
te 600 r.p.m. and coils produce 5400 B.T.U.'s of circulating 


wermth per hour. Guarenteed. 


MIMAR DELUXE (Model #212-A) 


it's @ summer fan and winter heater in one space-saving unit. Summer fon oper- 
ates at 2000 r.p.m. Eight-inch overlapping blades produce a mass of cooling, 
circulating air. Change-over to cold weather comfort-control is accomplished by 
« simple flick of the switch. MIMAR Deluxe heater coils give more warmth per 
hour than any other air circulator—regardless of price. When used as a hecter, 
fon speed is automatically reduced. Unit is tiltable...can be directed wherever 


cir flow is desired. Guaranteed. 





MIMAR SENIOR (Model #116-C) 


The Senior is exclusively a heater, It is thor- 
oughly unique because it produces two concen- 
trations of heat from the same coils—warm end 
wermer, This MIMAR model is really two heaters 
in one. Case never gets hot because fan draws 
eir over the glowing coils and distributes the 


hect throughout the room. Guaranteed 





BROOKLYN 5, NEW YORK 














FOR “’CAN’T-GO-WRONG’’ DEPENDABILITY 


0 





VARNISHED-CAMBRIC 
LEADED CABLE 





VARNISHED-CAMBRIC LEADED CABLE IS STILL THE REIGNING 
FAVORITE for handling heavy loads in damp or wet locations. 

It combines the ideal moisture protection provided by a lead 
sheath with the excellent insulation qualities of varnished-cambric. 
It is suitable for voltages from 600 to 17,000. It will withstand 
copper temperatures as high as 85 C. 


Uniformity of dielectric strength, however, is the distinctive feature 
that has won for varnished-cambric cable its reputation for de- 
pendability. With varnish applied in many separate layers, and 
with the insulation wrapped on, the puncture or breakdown voltage 
for long lengths closely approaches that of very short sections. 








N | 








Varnished-cambric cable is one of six a ae) Oia , 
modern G-E types that are mass pro- € 
duced and authorized for warehouse CORONOL*-GEOPRENE VERSATOL “-GEOPRENE - 
stock. Standard designs permit quicker For high-voltage power distribution. For low-voltage distribution and Fo 
delivery and « lower price then special An 80 deg. C cable with superior branch-circuit wiring to motors and th 
types. Bach offers particular edven- resistance to heat, corona, aging and controls. Resists wear and heat aging, $p 


ded  —— 


tages in its r Pp 








moisture. Bulletins GEA-1788, GEA- 
4848. 





is tops in moisture resistance. Bulletin 
GEA-4848. 








*Trademork reg. U. S. Patent Office 
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INTERLOCKED-ARMOR 

For overhead power distribution 
throughout the plant. Needs no conduit, 
speeds installation, is easily re-used if 
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circuits are changed. Bulletin GEA- 
4507, 





) HANDLING HEAVY LOADS 





GEOPRENE PORTABLE 

For power to portable shovels, pumps, 
construction machinery where resist- 
ance to rough handling and excessive 
flexing is needed. Bulletin GEA-4229. 





. . » AND G-E NO. 1799 IS STILL TOPS AMONG VARNISHED- 
CAMBRIC LEADED CABLES: 


®@ The cambric is made especially for this cable, to our own 
specifications—for top dielectric strength and minimum losses. 

@ The varnish is manufactured by General Electric and is applied 
in as many as 120 separate layers for maximum uniformity in 
insulation strength. 

®@ The lead sheathing is applied by the G-E “nozzle-swirl” proc- 
ess—for exceptional uniformity and freedom from oxides. 


Ask for Bulletin GEA-2623 on No. 1799 G-E Varnished-Cambric. 
Apparatus Department, General Electric Co., Schenectady 5, N. Y. 





FLA MENOL* 

For low-voltage wiring. Its chemically 
inert insulation resists water, cutting 
oils, acids, and alkalies, and is flame 
resistant. Bulletin GEA-4352. 


GENERAL @ ELECTRIC 
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ed by the Weston organization be- 
cause of their technical background 
and sales experience, as well as their 
representation of other manufactur- 
ers whose products are complemen- 
tary to those of the Weston corpora- 
tion. 
38 % %* 

Among new appointments announc- 
ed by Deepfreeze Division, Motor 
Products Corporation, North Chicago, 
Illinois, manufacturer of home freez- 
ers, is that of Robert H. Schau as field 
service engineer for the southern re- 
gion with headquarters at the Deep- 


freeze Division regional office in At- 
lanta, Georgia. 


* * * 


John W. Wallace has been named 
sales manager of the Fresh’nd-Aire 
Company, manufacturers of Fresh’nd- 
Aire eiectric air circulators and humi- 
difiers, it was announced today by 
H. Hartmann, general manager. 

Mr. Wallace will direct activities 
of the Fresh’nd-Aire national sales 
organization, and will be responsible 
for sales and merchandising of both 




















THIS ANNOUNCEMENT 
IS IMPORTANT 


To All Electrical Contractor-Dealers 














fixtures. 








That Good MID-SOUTH 24-HOUR SERVICE is BACK 
And Our NEW CATALOG is Ready 


The Mid-South Plan of Merchandising Lighting 
Fixtures is the safest, most convenient, and the 
most profitable way for dealers selling lighting 


Every item in our new catalog is carried in our 
stock for shipment of orders the same day received. 


WRITE FOR YOUR COPY TODAY——— 
MID-SOUTH SUPPLY COMPANY 


102 EAST 11th STREET CHATTANOOGA, TENNESSEE 








“The South’s Largest and Oldest Distributors of 
Lighting Fixtures” (Exclusively ) 


FILL IN AND MAIL TODAY 





Please mail____ 





MID-SOUTH SUPPLY COMPANY 
102 E. 11th ST. CHATTANOOGA, TENN. 


_...copies of your latest catalog. 


ee : au ane = 

By__ es See A ee 
sweet... Cn OR FR ee a SEN eS eee eS ee 
Ee a Se State | 
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Fresh’nd-Aire circulators and Fresh'y, 
Aire room humidifiers. One: of \ 
first jobs will be to supervise 4 
launching of the company’s pe 
Model 600 room humidifier and 4 
1948 models of Fresh’nd-Aire elect 
air circulators. 

Mr. Wallace has been with 
Fresh’nd-Aire Company, except for 





J. W. Wallace 


brief interval, since 1944. Prior to 
joining Fresh’nd-Aire, he was for ten 
years Accident Prevention Superin- 
tendent for the city of Mason City, 
Iowa. 

x * x 


At the annual meetings of Under 
writers’ Laboratories, Inc., held in the 
main office and testing station, al 
of the trustees and officers of the 
nonprofit corporation were re-elected, 
and the exccutive staff was enlarged 
by the addition of Merwin M. 
Brandon, who will serve as vice-presi- 
dent and electrical engineer. 

Mr. Brandon joined the staff of 
Underwriters’ Laboratories in 1921 a 
an assistant engineer in Chicago. In 
1922 he became a member of the 
Label Service Department as factory 
inspector and later service enginect. 
In 1928 he was appointed associate 
electrical engineer, acting as assistant 
to the chief electrical engineer in the 
New York office testing station. In 
1946 Mr. Brandon was appointed elec 


trical engincer. 


W. R. Tuttle, president of Tuttle & 
Kift Inc., has announced that John 
McKee, recently appointed assistant to 
the president, was elected to the post 
tion of vice-president in charge o 
sales and advertising at the companys 
last directors’ meeting. . 

Mr. McKee came to Tuttle & Kift 
Inc. from the parent firm of Ferro 
Enamel Corporation and has had wide 
experience in the appliance field. He 
was associated with Norge Division 


ELECTRICAL SOUTH for JUNE, 1%8 











1 Fresh’y, 
NE of jj 
CTVISE th 
y's np 
T and th 
Te elects 


with the 
ept for; 


rior to 
for ten 
uperin- 
1 City, 


Inder. 




















| Low installation Cost: for every type 
of building; complete units — no 


The Only extras; Sell the Package! 


2 High Efficiency: Smaller fans do 
ATTIC F ANS Bigger job. Specially designed non- 
metallic blades, ball bearing motors; 


rubber mountings.for quiet opera- 
tion. No special wiring required. 


WITH F EATURES 3 Three Lines: The “Twin” with 
at rte control; perenne 
—for vertical or horizontal mount- 

You Can Sell! ing; Twin window unit for small 
homes, apartments. 


WRITE FOR COMPLETE INFORMATION — DEALERS AND DISTRIBUTORS 















The Building Contractors Favorite 
WARD 


UNIVERSAL COOLER 
mounts vertical or horizontal, 
—floor, wall, roof. 

Five sizes; furnished with 
lid or louvres, complete 
package—ready to install; 
remote control opens lid— 
starts fan; when lid is closed 
— fan stops. Aluminum 
housing, complete with fuse 
link. Various grilles available. 









{ Phantom 
View 


¥ The ‘Smartest, Most Efficient Attic Fan... 

ly in two-tone cabinet, 
with exclusive Selocte-Becene™ feature for variable 
airspeed selection. Even with TWO blades, it’s the 
Horizontal mounting Enclosed most compact attic fan built, moves an amazingly 
shown here | nctose large volume of air. Write for complete, illustrated 
iew information on sizes, capacities, installation. 


EDGAR T. WARD COMPANY Inc. 7775 W. LAKE ST. RIVER FOREST, ILLINOIS 
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1 MGILL VAPORPROOF LAMP GUARDS - - 


TRADE MARK 












ected, 
age TAKE PROTECTED LIGHT ANYWHERE 
M. 
presi- a Ss 
ff of thm» \ 
21 as ; ] \ 
In 
the Be sure of complete safety from fire and other disaster caused by a spark, heat or breakage 
tory of light bulbs with a McGILL Vaporproof Portable Guard. 
ei, Models designed for particular uses include such important features as brass or fibre 
_— cages, unbreakable moulded bakelite handles, heat and impact resistant globes. Completely 
ate air tight and waterproof. 
tant Over a hundred other McGILL Lamp and Wall Guards available. Each built for a 
the specific requirement of industry. They insure safe, convenient light anywhere it is needed 
In . thereby increasing production. 
lec- *No. 3005 Vaporproof Guard has a heavy brass wire cage with sealed Insurok handle 
and air and moisture proof globe that is heat and impact resistant. Lamp size — 100 W. 
& 
hn 
to 
st No. 8000-SR with No. 4675 uses 
of McGILL Adaptable No- Rol zinc polished wood _ han- so ee ae 
; Lamp Changers stop . lated wire cage. dles with LEVOLIER* exposed to theft and 
ys lamp changing _haz- Wood oe ee Ry Switch. Cage of zinc dam e. Lamp size — 
ards. Safety insulated. LEVOLIE plated heavy steel oo 
‘TM.R Convenient to use. Switch. kame de wire. Lamp size — 
! ea — 40-100W 25-100 W. 








0 
| MSG one 
‘ ILL MANUFACTURING CO., INC. raat Coane 


Electrical Division — 


650 N. Campbell St., Valparaiso, Indiana 
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| Threads are smooth, concen- 
tric and free of burrs. 


2 Provided with ribbon grip for 
re tightening by hand or 
tool. 


Inside of lip beveled to re- 
move cutting edges. Thus 
danger of injury to wire in- 
sulation is eliminated not 
only when wires and cables 
are “pulled” but after in- 
stallation. 


4. “Union” Insulated Conduit 
End Bushings economically 
prevent costly grounds and 
short circuits. Particularly 
desirable in industrial loca- 
tions. Vibration often dam- 
ages wire insulation where 
sharp edges are contacted. 


UNION INSULATING Co.; INC. 


PRICED TO MAKE 
INSULATED 
BUSHINGS 
PREFERRED 


Compare! 


PARKERSBURG, WEST VIRGINIA 








of Borg-Warner for many yeas; , 
sales and as director of purchases, 
x ox x 

Harold J. Newton, sales manager oj 
National Electric Products Cop 
Pittsburgh, has been elected by 
board of directors to be a vice 
dent of the corporation, it was 
nounced by W. C. Robinson, 
dent. 

The new vice-president and 
sales manager has devoted his ent; 














H. J. Newton 


business career to the marketing of the 
company’s electrical wire, cable, con- 





duit and raceways. 

Mr. Newton came to Pittsburgh i 
1929 as eastern district sales manag 
for National Electric. He was 
ferred to San Francisco in 1931 a 
became western sales manager ij 
charge of eleven western states. I 
1943, Mr. Newton was appointed 
sales manager of the corporation and 
returned to the company’s general 0 
fices in Pittsburgh. 

* % * 

The wire and cable department ¢ 
United States Rubber Company 
cently announced the appointment of 
Howard H. Weber as chief engineer 
of the department and A. S. Basil 
general sales manager. Mr. Basil has 
been associated with the company 
since 1926 and Mr. Weber since 
1934. 

Other changes announced by C. W. 
Higbee, manager of the department, 
are as follows: 

H. J. MacDonald, assistant to the 
manager; H. F. Johnson, assistant 
general sales manager; R. A. Walker 
merchandise manager; J. A. Leuvet 
assistant sales manager in charge of 
distribution; D. B. Karlskind, assistant 
sales manager in charge of commot: 
ties, sales engineering and new ple 
jects; G. E. Hubrig, sales manager, 
western division; C. A. Bartron, chief 
sales engineer; A. E. Aune, managet, 
automotive and aircraft wire sales, and 
R. C. Cassidy, manager, Uskon sales. 
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es was installed in 43 states, 5 foreign countries 








FLUORESCENT © No. 2222, two lamps* 
and four lamps, 20* or 40 watts, univer- 
sal body. 








SLIMLINE @ No. SL 2222, two lamps* or 
four lamps, in all standard milliantperages. 






7) - . > . rf 
Lhitile Pitvcess 
~ 
Plated, cast ends e Hinged, engineered-countour louvre 
Satinol-finish, bent glass panels 


Ce rtfeed 
FLEUR-O-LIER 


CERTIFIED 










U.S. PATENT Nos. 0145411, 0145412 


ca —> INCANDESCENT @ Adjustable and direc- UNION WIRED, A. F. of L. @ U. L. APPROVED 
AP; =e i so tionable spotlights for PAR 38 and R 40 


oT , . lamps, 
iTiicm” Mounted 


















COMBINATIONS e Basic spotlight can be 
positioned either at ends of, or be- 
























nt ¢ tween, fluorescents. 
y . 
nt of 
we |*NEW SIZE NOW AVAILABLE 
| has Here is lighting that sells the men who sign the orders . . . everywhere. Smart buyers do not say, 
any 
oa “How Much!” They say, “How Much Lighting . . . How Much Architectural Beauty . . . How 
Much True Value will | get.” And all agree the Philite Princess gives most fixture for their dollars. 
a Yes, these market-accepted, matched commercial units deliver highest efficiency, E.T.L. certified, light- 
ing performance . . . plus irresistible decorative elegance . . .at a price far below what you would 
the 
saat expect to pay. 
= Available either as completely assembled fixtures, or as Basic Stock Bodies, to which additional 
of stock parts can be joined, for fast and economical on-the-job assembly into pendant or surface 
= mounted individual units or continuous runs, with or without adjustable spotlights. 
Odl- 
DIO 
‘i SEND FOR COMPLETE ENGINEERING AND TECHNICAL DATA e COMPILED BY E.T.L. 
ger, , = 
nd SOLD ONLY THRU a a / fee 
Is RECOGNIZED jim, _ : 
" ELECTRICAL Ghee 
WHOLESALERS 
342 WEST 14th STREET, NEW YORK 14,N. Y. 
























601—Precision Timer 








Uf l you WAN T TOKNOW| accor : 


Manufactured by Paragon Elect; 
Company, 1618 Twelfth St, 7, 
Rivers, Wis. 


Time-Aip is a portable, all-electy 
built-in switch which automati 
shuts off radios, sun lamps, heat 
pads, washing machines, and ot 
Ww household appliances after any pn 
, this ne 06 lected time from 1 to 60 minutes, 

qn caTal a With appliances, Time-Aid can } 

108 page 6s ——— used to shut off appliance and signJ 
of & at the same time. The timer, wit]! 

a receptacle at side of case for appl 


ELECTRICAL PRODUCTS ance cord, can be plugged into aj i 


convenient outlet. Telechron moto 


for HAZARDOUS LOCATIONS runs only during timing period 


Time Aid is Underwriters’ listed fo; 













You'll find this catalog invaluable as a time saving, 1150 watts, %4 hp, 115V ac. 
quick-reference medium for your present or future ie ae 
explosion-proof product requirements. A copy will be 
mailed to you gladly WHEN REQUESTED ON YOUR . 
= BUSINESS LETTERHEAD. Ask for Catalog H47..i 1. 602—Receptacle 
Manufactured by Slater Electric q : 
weren pl 1 y ’ a Od a hl Mf, 2 o.. Woodside, N. ¥, : 
RUSSELL & STOLL ¢ TA is eA . ; 3 
Precision-Built Eleétrical Equipment THIS ONE-PIECE, white plastic, out\ ie 


let box pull receptacle, designed x 
a combination for use with eithe 
34%” or 4” boxes, featuring a shot 
nickel chain and 4’ cord, is listed h 
Underwriters’ Laboratories, Inc. (C 
talogued as No. 280 and with a 


125 BARCLAY STREET, NEW YORK 7, N. Y. 





FOR ALL TYPES 
OF INSTALLATIONS 





“Red Cap" quality flood- 
liteing offers the right lite 
for every job, whether sports 
liteing, construction, build- 
ing or billboards. Also, 
S & M manufactures a com- 
plete line of Flood-Lites for 
home use. There's a “Red 
Cap" for every purpose. 
Order from your distributor 
or dealer... or, write us for 





ing of 250 watts, 250 volts, its ou! 
side diameter is 442”, and special) 
designed knockouts make possid 
mounting on either the 344” or# 
box. Standard packing is 50, au 
each piece is individually carton) | 
with mounting screws. 


* 
* 


complete information and 
plans for your particular 


installation. . a 
603—Wiremold Snapicoil + SUSP 
Manufactured by the Wiremold ©, “a 


Hartford 10, Conn. 
97 Ai HI 
A NEW pRopucr called Snapic# 
has been developed which, accordiif) coup 
to this company, is literally electn 


S*M LAMP CO- 


119 WEST 36th PLACE + LOS ANGELES 7, CALIF 
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GET RID OF OVERHEAD LINES and you get rid of expos- 
ure to storms and weather, costly maintenance and unsightliness. With 
Roebling Paper Insulated Lead Encased Cables your transmission, dis- 
tribution and service circuits go underground ... give you dependable, 
uninterrupted service at lowest obtainable cost. 

Roebling Shielded Type H is being widely adopted for 3-phase 
grounded neutral circuits from 13 to 33 kv. This solid type cable is avail- 
able in both single and multiple conductor‘ construction, in regular and 
Compack strand (round or sector). Conductors, shielded with metal- 
lized paper, are then individually insulated, protected with a perforated 
copper shielding tape, and the whole assembly served with a bronze 
binder tape. Finest materials plus Roebling production techniques give 
Shielded Type H characteristics of high importance in.the utility field. 

Fora standard cable or one manufactured for individual requirements, 
specify Roebling. A Roebling Field Man will help you select the right 





its out cable for specific service. Call him at your nearest branch office. 

special 

possids JOHN A. ROEBLING’S SONS COMPANY 
ort TRENTON 2, NEW JERSEY : 
00, anc Branches and Warehouses in Principal Cities : 


irtoned 


ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD, ANNEALED OR TEMPERED 


cordilg COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
ectn@ AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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re PO Rony hon PS ell A CENTURY OF CONFIDENCE 
ROEB 


VUBLES 


* WIRE ROPE AND STRAND * FITTINGS * SLINGS 
* SUSPENSION BRIDGES AND CABLES * AIRCORD, 
Jd Co, 4!RCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
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cable at any angle on 
mechanical _ principle 


iron in five sizes for 


Supporting pipe at Write today for 
right angle to beam Catalog No. 38-A 








Hang Conduit at any Angle to Beam 


ON OPEN STEEL CONSTRUCTION 
. .. With the “Type F” 


EFFICIENCY’ CONDUIT HANGER 


The “Type F” Efficiency 
Hanger features five-point 
radiating ridges of gripping 
surface — holds conduit or 


guaranteed solid, non-slip 
support. Made of malleable ‘ 


porting pipe from 14” to 
214”, or armored cable. 








true 


sup- 





Supporting pipe 
parallel to beam 













WEATHER PROOF™ 
CAST ALUMINUM 


STONCO Floodlights use the SEALED BEAM type lamp, 
in which beam and light are combined in one unit for 
greater lighting efficiency and economy. Result: they 
give more light or less current than can ever be obtained 
from lamps using the wasteful open-type reflectors. STONCO 
Floodlights are preferred everywhere for Service Stations, 
Sports Arenas, Industrial and Advertising Applications. 


Write for 
Catalog 


No. B-1557— 
Five STONCO Flood- 
liphts mounted on a 
wiring trough for sports 
arena and general light- 
ing purposes. 








used anywhere can 


utlet box. Adjustable 


STONE MANUFACTURING COMPANY 


489 Henry Street 


Elizabeth 4, N. J 
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convenience by the yard. 
Consisting of standard No, {gy 
plug receptacles wired with two }, 
12 Type R conductors, this wip, 
harness will be furnished four woe 
19C12, 25-foot coil with 25 oy 
12” an centers: 19024, S0-oot al 
with 25 outlets, 24” on 
19C36, 100-foot coil with 33 outls 
36” on centers; and, for those p 
where a cluster of outlets clog) 
spaced is desirable, 19C03, 18” ogi 
with 6 outlets, 3” on centers. Ry 
coil will be furnished with No. 19 
cover sections cut to length for ip 
stallation between receptacles, 
With the outlets wired at the fx 





tory, once the standard No. 194) 
Plugmold base is attached to the su; 
face and connection made, it is ne 





essary only to snap the wiring ha} fae 


ness in and insert cover section: 


Standard 1900 fittings such as elbows} F 


tees, couplings, connectors, etc., aq # 


used to complete the installation, 
x x 


606—Utility Box 
Manufactured by National Products 


Corp., Chamber of Commerce Bldg} | 


Pittsburgh 19, Pa. 


A new No. 2020 “‘Redege” flush 
device utility box has recently bee 


made available through electric} ' 


wholesalers. 

Formed of pressed steel, the ner 
box is said to provide more fing: 
room because of a square corner 








sign of its full gauge steel walls. Rock 
ing is declared to be eliminated by: 
smooth, flat back. Ears have beet 
made integral parts of the box, whic 
is electro-galvanized throughout. — 

The “Redege” flush device utilit 
box is 1-7/8” deep, 4” long and / 
1/8” wide. Eleven, flush, smoot 
1/2” knockouts are provided—> 
the bottom, 3 on each side, and! 
on each box end. 

According to National Elects, the 
new utility box can be efficiently # 
stalled with all types of wiring, * 
cluding rigid heavy conduit, m0 








metallic sheathed cable, armored bist 
ed cable and flexible steel condutt 











ELEC] 








No. 197 


iS Wity 
UT Ways 
5 ou 
foot 


3 outlet 
se p 
S Close) 
18” cal 
S. Ege 
0. 19 
1 for in 





“the fa 


lo. 190) & 


) the su: 
it is nec 
ring ha: 
section; 


s elbow} 7 
etc., ad & 


ition. 


Products 


ce Bldg | 


e” flush 
tly beer 


electrica} | 


the ner 
e. finge 
ner de 














@ A complete line of Ther- 
moplastic Insulated Wire 
meeting tightest specifi- 
cations. Underwriters’ 
approved. 

@ Immediate delivery on all 

s — T and : : 
, POT and twisted 
multiples. 

@ TW is the most economi- 
cal wire to be bought to- 
day for wet location 
specifications — priced 
same as T. Tyfecs T, TW, 


@ Friendly, prompt, reliable 


service. Contact our rep- TF, TFF, POT 
resentatives: 

Paul Sherrill, P. O. Box 38, aud others are 
Greensboro, N. C. for Virginia 

and the Carolinas; Henry W. auatlatle 
Clower, 375 Whitehall St., 

Atlanta 3, Ga., for the South- Vow 
eastern states; R. J. Keely 

Co., 1104 Hamilton Ave., St. 

Louis 12, Mo. for Mid-South. 


CHEMCLAD 


CAROLINA INDUSTRIAL PLASTICS Corp. 








MOUNT AIRY, NORTH CAROLINA 
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Sell them 
SUMMER 


COMFORT 








The SFRESHAIRMAKERD Line 





OFFERS MOST ATTRACTIVE TYPES AND 
VALUES TO GET THE BUSINESS 


You will need the best there is in quality, performance and design 
for 1948, and all at a reasonable price. Schwitzer-Cummins Fresh-Air 
Maker fans and Hy-Duty Blowers can’t be beat for big air delivery, 
quiet operation, selling features and looks. 

















1 Attic Ventilators 

2 Centrifugal Blowers 

3 Window Fans 

4 Exhaust Fans 

5 Adjustable Window Fans 
6 Portable Fans 

TZ 7 Single inlet Blower 





IMMEDIATE SHIPMENT 


Investigate ... Widen your line... Boost your profits. . . New literature 


SCHWITZER-CUMMINS COMPANY 


Ventilating Division 
1145 EAST 22 STREET ¢ INDIANAPOLIS 7, INDIANA 


Butlders of Fine Fans for 3O Years 
77 





















aglD-AIRAN 


Big fans. Little fans. 
Sturdy fans. Quiet fans. Fans that 


run without service calls. Fans that Glick with the 
customers. Belt-Driven from 30” to: 48”, Direct- 
Connected, 12” to 24”. You'll find chem all and 
more in the family of FRIGID-AIR-FANS. 


All fans are equipped 
with Torrington Blades and 
General Electric Motors. 


All fans are tested and 
tated in accordance with 
American Society of Heating 
and Ventilating Engineers 
Standard Test Code for Pro- 
peller Fans. 


AIR EQUIPMENT CO. 


1713 W. Carroll Ave., Chicago, Ill. 
Warehouse—630 S. Miller St. 
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a, 


LISTEN TO WHAT I’M 
GOING TO TELL THIS 
APPLIANCE SALESMAN 





eS & —s 


We have read all about washing machines that 
all you have to do is put ’em in, set a dial, take ’em 
out. Ranges that cook entire meals while we shop 
or play bridge . . . automatic dryers, pop-up toast- 
ers. frozen food units and lots of others. It’s not 
so much prices—it’s features we're looking for. 
Get these things, mister, when they are available 
and I'll guarantee you'll have the greatest business 
boom you ever dreamed of. 


Thousands of Southern housewives, for the first 
time, are doing their own work these days because 
maids are independent, high priced, practically 
impossible to get. 

Member ZZ 
ABC aA 





AAO £+éi it —_x-2" 
1020 GRANT BLDG. — ATLANTA, GA 
OE 
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604—Lamp Guard 


\fanufactured by McGill Mtg. Co., 
Inc., Valparaiso, Ind. 


NoRot, a cage-type portable lamp 
ward. is a new development featuring 
“ears” formed in the cross wires near 
the handle, equally spaced at four 
paints on the otherwise old-style cir- 
cular cage. 

This new design in the cage pre- 
vents lamp guard from rolling when 
slaced on a work bench or set in posi- 
tion to direct light on work in pro- 
sess, . The added convenience and 
duction in light bench damages due 
‘ lamp guard rolling are the two 
major benefits offered. Lamp guards 
equipped with the new No-Rol cage 
ue the 8000 and 7000 series, wood- 
en and rubber handle models. Cata- 
log No. 43 lists all McGill lamp 
guard sizes and types. 

* x x 


607—Pole Line Hardware 


Manufactured by Kerrigan [Iron 
Works, Inc., 1033 Herman St., Nash- 
ville, Tenn. 


KerriGAN Pressforged suspension 
camps are produced by the metal 
stamping method from either cop- 
per bearing open hearth steel plate 
or from alloy aluminum 61st. The 
design does not employ the usual 
pocketed bosses, thereby eliminating 





the accumulation of dirt and foreign 
matter likely to cause conductor cor- 
tosion. The suspension clamps are 
wailable in all conventional sizes 
tom 0.46 inch diameter to 2.52 inch 
diameter. | Additional information 
and certified test reports are avail- 
able upon request. 
“~ ae oe 


605—Time Switch 


Manufactured by Sangamo Electric 
Co., Springfield, III. 


Taree MAjor improvements in 
this company’s heavy-duty time 
witches have been made, permitting 
higher torque both in starting and 
Wchronous operation. They are 
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now equipped with a new Sangamo- 
developed hysteresis-synchronous, low- 
speed motor, housed in a molded 
shell to protect the insulation of the 
motor coil. A replaceable bearing 


system, lubricated with a special 
Silicone product, prevents it from be- 
ing affected by temperature. 

A gasket prevents dirt, dust, and 
rain from entering the case and a 


sealable hasp prevents tampering. In- 
creased space inside of case for wir- 
ing and four multiple knockouts per- 
mit greater ease of installation. By 
including an omitting device, advance 
time cutoff, astronomic dial and two- 
circuit type construction, the basic 
time switch units can be adapted to 


many applications. 
: * 8 


609—Solderless Wire Joint 


Manufactured by the Thomas & Betts 
Co., Elizabeth, N. J. 


A NEw and specialized solderless 
wire joint has been designed patti- 
cularly to meet the requirements of 
fixture and appliance manufacturers. 

Construction consists of high- 
strength, high dielectric insulation per- 
manently molded around a seamless 
bronze barrel that becomes an inte- 
gral part of the connector. Its uni- 
que design permits both connection 
and insulation of wiring in one op- 
eration. 

Other features include 
for a wide range of wire sizes and com- 
binations by Underwriters’ Labora- 
tories, an insulation bell that accom- 


approval 





Paranite wire or cable is made under 
the watchful eye of SQC— Statistical 
Quality Control! Nothing is left to 
chance. Scores of graphs, tests, mea- 
surements — figures and figures — by 
columns and rows of columns—are 
drilled and marshalled, compiled and 
analyzed with individual operations 
still in progress. With SQC standing 
guard you can fidently r d 
and use Paranite for lasting satisfaction. 











ELECTRICAL ae AND 





PARANITE WIRE 
CABL 


WAREHOUSES* AND SALES OFFICES: *Atlonto, Ga; *Chicogo, lil; Cleveland, Ohio, 
*Los Angeles, Calif; “Nework, N. J; Philadelphia, Po.; *Portland, Oregon; “St. Louis, Missouri; “San Diego, Colifornia; “Son Francisco, California 


At wane 








AND CABLE 


* FORT WAYNE 6, INDIANA 
THAN 


S BETTER 
3 Dallas, Texos; “Detroit, Mich; “Kansos City, Missouri; 





‘ 








aa 
in Paranite Service! 
Don’t overlook this man if you have a knotty prob- 


lem involving wire or cable. He’s the Paranite rep- 
resentative from any of the strategically located 
points shown above. As a specialist in applying the 
correct solution to wiring problems from Paranite’s 
diversified line, he has helped smooth wrinkles from 
many brows. Or, if it is something special, he’ll 
work with you and Paranite engineers and produc- 
tion men in coming up with the right answer. 

If he can be of help, contact through your local 
wholesaler, the nearest Paranite office, or Ft. Wayne. 


iF its PARANITE vs acer: 
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BBLAckBurN HiStrength CONNECTORS are 
strong, durable and lasting. In fact, they’re the 
most durable connectors you can buy! That's be- 
cause they’re made of DURONZE, which is 75% 
stronger than hard copper or commercial bronze. 






And they have a reinforced pressure bar, for 


BLACKBURN 
CONNECTORS 


Now, as never before, it pays to use a QUALITY Listed by 
Connector. Underwriters 


JASPER BLACKBURN PRODUCTS CORP. 


First, Madison & Clinton Sts. © St. Louis 6, Mo. 
BUILDERS OF QUALITY CONNECTORS FOR OVER 10 YEARS 


still greater strength. 


Once installed, BLACKBURN CONNECTORS are 
there to stay— indefinitely. This is an important 














WINDOW FANS 


ALL the features your customers 
want—plus! The selling job is 
made easy when you show a fan 
like this—engineered, tested, 
PROVEN after years of success- 
ful operation in thousands of 
homes. You can’t beat 'em for 
performance, quietness, longer 
life at less maintenance cost. 





VIND-@ WA Y= 
FAN AND VENTILATOR CO. 
531 St. Joseph St. «© New Orleans, La. 
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modates a wide range of insulatip, 
diameters, and a tough seamless }y 
rel that insures pe:manent conn 





tion. It is available in any standard 
color for wire. The Thomas & Bett 
catalogue designation for this item i 


No. RB-4. 


x xe a 


608—Electric Clock 


Manufactured by the Crouse-Hind 
Co., Syracuse, N. Y. 


HERE Is AN electric clock suitable 
for use in hazardous locations in thos 
industries where explosive atmo 
pheres are encountered. 

In general, its appearance is simila 
to the usual electric wall clock. It 
has a 13-inch dial, an outside diame 





ter of 17 inches, a sweep second 
hand, and an external setting knod 
The clock :s constructed in accor 
ance with the requirements of Un 
derwriters’ Laboratories for device 
intended to be used in_ location 
where the atmosphere is hazardou' 
because of the presence of flammable 
gases or vapors, or where the atmos 
phere is laden with highly combust 
ble dusts such as exist in gzain elev 
tors, flour m‘Ils, starch mills, etc. 
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ZePLUS FACTOR 


OF MOTOR 





IS THE OH fe) 
GENERATOR OR MOTOR 
BRUSH! 


A motor is just as efficient as its brushes. Often an excellent motor is put into 
operation equipped with brushes selected for general use. However, atmos- 
pheric conditions, temperature and overloading impede efficiency and 
performance. Our engineers will gladly make the proper recommendations 
to increase motor efficiency with the use of the proper brushes. Look to 
“Ohio” for good performance in the Motor and Generator Brush Field. 
Send for Our Reference Book in your category: — Industrial, General 
Purpose, Mining, Welding, Refrigeration, Appliances, Transporta- 
tion, Carbon Specialties. 


H 1000 Peach Tree St., N.E. j , 
James Millar P.O. Box 6. Sta C, ies, Ga °® Phil L. Capy per Sait Donen > 





THE OHIQ CARBON COMPANY 


12508 BEREA ROAD + CLEVELAND 11. OHIO 








Fecemdeed tu 


FLUORESCENT LIGHTING 


ze 
') > 
ee 





HL4-96 


Designed to establish a new standard in fluorescent light- 
ing—to give more smooth, shadowless light for every critical 
installation — offices, drafting rooms, laboratories, depart- 
ment stores. The new Eastern Slimline Luminaire HL4-96, 
with 4 hot cathode tubes and 200 milliamp ballasts and the 
Eastern Louver Luminaire L4-40, with 4 standard fluorescent 
lamps will give more light at lower cost! 

Suitable for individual or continuous mounting, suspended 
or flush. Hinged louvers make maintenance easy. Can be 
equipped with top reflector. Approved by Underwriters’ 
Laboratories, 


Sedillo FIXTURE COMPANY 


BOSTON 20, MASSACHUSETTS 
REPRESENTED BY—S. L. BAGBY CO. 
822 WEST MOREHEAD STREET CHARLOTTE 1, N. C. 
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Buy from a Herman 
Nelson Distributor like 
LeValley McLeod, Inc. of 
Elmira, New York. 





Norman J. Learned, President 
LeValley McLeod, Inc. 


Fs Herman Nelson Corporation and carefully selected distribu- 
tors like the LeValley McLeod, Inc., of Elmira, New York, do more 
than provide you with quality heating and ventilating products. Their 
friendly, close working partnership means that you get prompt de- 
livery of quality Herman Nelson products and carefully planned 
merchandising cooperation which has increased profits for dealers 


and contractors all over America. 


Effective advertising, literature and sales promotion campaigns create 
an acceptance for Herman Nelson products that leads to increased 
sales and profits. Furthermore, you are assured of immediate service 
from the sales and engineering departments: of your nearest Herman 
Nelson distributor. Here's another advantage. Your Herman Nelson 
distributor will supply you with both equipment and installation 


materials promptly from stock. 


Contact a Herman Nelson distributor and profit from his complete 
cooperation. You'll find his services increase your profits through 


more sales of heating and ventilating equipment. 





Herman Nelson 
Belt Drive 
Propeller Fans 





Part of Herman Nelson's 


. QUALITY LINE 


eG | * of Heating and 
Ventilating Equipment 










Herman Nelson Herman Nelson 
Direct Drive Model CA 


Propeller Fans Fans 









THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 


MOLINE, ILLINOIS 
81 











all business men who have 
reception offices. Combin- 


610—Disposal Unit 


Manufactured by Given Manufactur- 
ing Co., Los Angeles, Cal. 


A NEW LOW-BUDGET electric food 
waste disposer is being mass produced 
fot the average home. Called the 
“Little King Pulverator,” this garbage 
disposal unit is inexpensive and can 
be installed at a low cost. 

Operated by a simple toggle switch, 
the “Little King” cuts, shreds, and 








sections. The Mitchell “truck log 
hinge louver” permits it to swing op. 
en and shut easily for fast and ego 
nomical maintenance. Other operat. 
ing advantages are a flickerless jp. 
stant start, long life, and completely 
concealed sockets. Listed by Undep 
writers’ Laboratories for operation og 
110-125 volt, 60 evcle a-c. 


- “ * 
* * % 


624—Connector 
Manufactured by Tomic Sales & Engi. 


tubing causes a flexing of the lock 
ing washer which grips the tube and 
forms a 6-point ground around the 





TH! 





DE LER neering, 4864 Woodward Ave., De. 
A troit 1, Mich. Che 
@ Pers 
No. 1OEMT Tuinwatt connector | # N° 
is a raintight, easily installed fitting = 
provided with a stainless steel lock. | . puit 
BROCKMAN ing washer which prevents rust even | «Eau 
ELECTRIC DOOR MAT in a salt atmosphere. When the ge 
fitting is applied, it allows the thin. 
ie @ eee ellie wall to go to the end of its thread— 

; ; when installed in a box, the tubing 
with doctors, dentists, is also inside the box, permitting a 
photographers, lawyers— smooth raceway into the box with 

: no ridges or curves. 
as a matter of fact — with Application of the fitting to the | Wri 


grinds all bones, fruit pits, parings, 
seeds, shells, and other food wastes to 
tiny particles that are swirled down 
the drain. 

A white enamel finish, double wall 
construction with dead air space to 
reduce noise, and Du-a-Steel cutting 
package easily with a post- parts are memans ot the unit. 


ed with your own chime, 
transformer, wire and 
labor installation, you 
have a big profit item. 


You can sell the complete 


card mail-advertising cam- a 





= Manufactured by Mitchell Mfg. Co., 

Door mat, 15 x > 2 x 2525 Clybourn Ave., Chicago 14, Tl. 
1/16’, retails for only FEATURING a new idea in commer- entire tube. Neither crimp, screw, 
nor wrench is required. It can be 


cial fluorescent lighting construction, 
this Mitchel! Slimline unit includes 
two four-foot sections packed in a 
single carton and designed to couple insulation in limited spaces. Listed 
together smoothly and easily to form § by Underwriters’ Laboratories. 

a single 8-foot fixture. Sections slide 7 | 


$5.95. Larger doorways 
serviced by multiple in- 
stallations wired in par- 
allel. Try one out on your 


tapped on with any tool or pushed 
on against a hard surface, facilitating 


611—Vertical Freezer 


Manufactured by Air-Cooling Engi- 
neering Co., 1737 W. Howard 4. 
Chicago, III. 


Constrructep of 20 gauge steel and 
vapor-sealed with mastic insulator, the 
Polar Freeze Vertical is convenient, 
economical, and durable. ‘Two vacuum 
> plates 15 x 28 inches form two sharp 

SALES COMPANY freezing shelves, in addition to one 
Dept. D oS vacuum plate 20 x 28 inches . the 
back wall. Operated on a 110 a¢ 

314 29th St. South volt, 60 a4 single-phase motor, 
BA St. Petersburg, Fla. together into individual mounting the freezer also has a thermostatic 

tracks and are fastened together by control valve and adjustable temp- 
a few simple bolts. Installation is erature control. 
an easy one-man job, does away en- The freezer, with 16 cubic feet of 
tirely with handling awkward, 8-foot space, holds from 500 to 700 pounds 


own chime board. Special 
only $3.50 net. 


Write today for door mat, 


literature and quantity dis- 
count information. 


BROCKMAN 
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Forget about maintenance 
problems after you've installed 
a Type C ELECTRO fan motor 
—you can be sure of its de- 
pendable, quiet performance, 
long trouble-free life, and its 
complete customer satisfac- 


Check these features 

e Permanent split capacitor type 

e No centrifugal switch 

eTotally enclosed, with lifetime lu- 
bricated ball bearings 

e Built-in 2-speed pull chain switch 

¢ Equipped with short cord out of frame 

e Available in ratings from 1/20 to 
3/4 H.P. 


Mounting data: Furnished with extended through bolts, 
standard foot mounting, or with frame drilled to meet 
special mounting requirements. 

Available with separately mounted switch for 2-speed 
operation on 115/230 V. AC for exhaust fan use, also in 
3-phase ratings. 


tion once in operation. 


54 North Third Street, 
Cedarburg, Wisconsin 


Write for Catalog and Prices 












“ELGO” 
AUTOMATIC 
SHUTTERS 


Aluminum louvres weatherstripped 
on inner edge, instead of on outer 
edge, making the unit the tightest 
closing shutter on the market. 
Louvre blades equipped with 
special felt silencing pads. Swivel- 
joint with shoulder rivet. 

More sensative than any other 
automatic shutter, and longer last- 
ing. Sizes from 8” to 72” square— 
also rectangular. 





“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvres being operated by the suction of the fan. 


ELGO SHUTTER & MFG. CO. 


2738 W. WARREN DETROIT 8, MICH. 
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PROPELLER FAN MANUFACTURERS’ 


When you’re buying a pro- 
peller fan there'll be no 
question in your mind 
about its actual performance if you “look for the 
Certified Rating Label” on the fan you select. 
In fact, any information you may wish to have 
ean be obtained in advance from the Certified 
Rating standards adhered to by the Propeller 
Fan Manufacturers’ Association, in accordance 
with the test code approved by the American 
Society of Heating and Ventilating Engineers. 
For example, the Association’s Attic Ventilat- 
ing Code states: “The fan should have quiet 
operating characteristics, either belted or direct 
connected, mounted in a substantial frame and 
equipped with resilient mounted motor or 
other form of shock and sound-absorbing con- 
struction, When operating against a pressure up 
to .10” of water head the fan should deliver 
not less than 75% of its free air CFM rating.” 
You are therefore assured in advance that 
any Certified Rating propeller fan will have 
these desirable construction and operational 
characteristics . . ~. as well as all other 
qualities that are similarly certified. 
Seventeen of the leading manufacturers of 


propeller fans are members of the Propeller 


Fan Manufacturers’ Association, testing and 
rating their fans according to its Certified 
Rating This 


gives you ample op- 


code. 


portunity to select a 
certified propeller 


fan on your next 


purchase. 


te . « LOOK FOR 
the P. F. M. A. 
Certified Rating 
Label on the pro- 
peller fans you 
buy! 


Published by 


Motors Building 
Michigan 


5-208 Genero 


Detroit 2 





ASSOCIATION 





CREAT NATIONAL 


Weathercrafters for the Nation 


will Manufacture and Sell 


THE NEW 
REVOLUTIONARY 


DE-HU-MATIC 


(TRADE MARK) 
Evaporative Cooler 


Under License 
Arrangement with .. . 


UNITED STATES 
Air Conditioning 
Corporation 


The Sensational 


DE-HU-MATIC 


Evaporative Cooler 
. . . delivers 


Drier — Cooler — More 
Comfortable Air. 


Completely Automatically 
Controlled 
* e es 


Prevents dampness or “Mugginess” 
Achieves an atmospheric condition 
of cool refreshing comfort hereto- 
fore unknown with ordinary Evap- 
orative Coolers. 

° ~ * 


WRITE FOR DETAILS 


GREAT NATIONAL 


AIR CONDITIONING 
CORPORATION 
2146 N. Harwood St. 


Dallas, Texas 














&4 


of food. Insulation consists of + inch 
Fibreglass on top, bottom, sides, and 
door, as well as being vapor-sealed at 
all joints. Equipped with a large 
deep well foz bulky foods, the Polar 
Freeze Vertival is made in two sec- 
tions for easy installation in any home. 
The compressor housing, being re- 
movable, makes it adaptable as a re- 
mote control unit. 


612—Recording Unit 


Manufactured by Wilcox-Gay Corp- 
oration, Charlotte, Michigan 


WeicuHinc Less than 18 pounds, 
the Recordette is an attractive, readi- 
ly adaptable portable recording-radio- 
phonograph combination. It makes 





recordings from either a microphone 
or the radio, plays all records up to 
12 inches, and contains an excellent 
superheterodyne radio. 

The crystal microphone, especially 
designed for home recording, like 
the crystal pickup and recording cart- 
ridge, is included as part of the stand- 
ard equipment. Encased in attractive 
fabric covering, the Recordette’s di- 
mensions are 18 x 124% x 6 inches. 

Moderately priced, the Recordette 
is simple to operate and may be used 
effectively in offices and other busi- 
ness establishmeuts as well as in the 
home. 


+ ok * 


623—Roller Link Stick 


Manufactured by A. B. Chance Co., 
210 Allen St., Centralia, Mo. 


Tuts NEw Roller Link Stick, when 
used in conjunction with a rope, per- 
mits energized conductors to be 
spread aside at mid-span when in- 
stallation of a new pole is necessary. 
With this tool, conductors can be 
pulled far enough aside to allow a 
new pole, complete with cross arm, 
to be set in place. 

The Roller Link Stick also solves 
the problem of accurately measuring 
















mid-span clearances of wire aboy 
roads, rail crossings, and building, 
To measure clearance, the lineman 
attaches a tape or rope to the butt 
ring of the stick. Then the tool js 
placed on the conductor and rolled | 
along it by means of a rope to the | 
point where clearance is to be de 
termined. 

Two sizes are manufactured. One 
has a space within the hook, when 
gripper is closed, sufficient to per 
mit the roller to pass over a com- 
pression sleeve splice on a maximum 
wire size of 605,000 CM ACSR. 
This model will withstand 1000 
pounds tension. The other will pass 
over a compression sleeve on a max- 
mum wire size of 3/0 ACSR, when 
gripper is closed. Poles are laminated 
spruce, voltage tested. Fittings are 
heat treated aluminum alloy. 


% * 


613—Conduit Fittings 


Manufactured by Fisher-Armour Mfg. 
Co., 757 Waveland Ave., Chicago 
13, Il. 


A NEw line of EMT thin wall con- | 
duit fittings, carrying the FAM 
trademark, have been introduced. 

The fittings are said to allow 
easier and faster installation as a te 
sult of the inherent machined taper 
fit provided by the inner surfaces, 
and the elimination of rings which 
often are cocked or lost. The fittings 
bite well into the conduit surface 
when installed and insure a positive 





ground. They are listed by Under 
writers’ Laboratories as raintight, and 
designed to be used over and over 
again after original installation. 
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"MODEL W-184 


Extremely quiet, even at high speed. 
— Maximum air movement — Air Cools 
Homes and Offices. 


“SECO” COOLING FAN 





BELT DRIVEN 
24” ate 3e” a 36” ia 42” an 48” 
Exhausts hot, stagnant air — replaces 
with fresh cooling air —for Homes — 
Offices — Factories, etc. 


CONTACT YOUR 
DISTRIBUTOR 


or write for Bulletin E202W 
and Information 





SECO-LITE MFG. CO. 


4916,EASTON AVENUE ST. LOUIS 13, MO. 











ELECTRICAL SOUTH for JUNE, 1948 





614—Dry-Type Transformer 


Manufactured by Westinghouse Elec 
tric Corp. 306 Fourth Ave., Box 
1017, Pittsburgh 30, Pa. 


A NEW LINE of dry-type transform- 
ers equipped with built-in primary 
circuit breakers and thermal protec- 
tion against overloads for supplying 
industrial lighting and _ small-power 
circuits from industrial power circuits 
has been announced. Complete in 
themselves, these transfromers can be 
connected directly to open or con- 
duit wiring, eliminating the necessity 
of providing junction boxes, primar 
switches, fuses, or circuit breakers. 


Features of New 
Watthour Meter 
(Continued from page 47) 


que proportional to the power load 
The new electromagnet provides this 
torque efficiently to give inherentl; 
small load, voltage, frequency, pow- 
er-factor. and temperature errors. The 
small inherent errors require only the 
minimum of compensation to provide 
excellent operation. 

The excellent performance is ac- 
companied by a new high insulation 
level compatible with the general 
practice of installing meters out-of- 
doors and ahead of service entrance 
fuses and switches. The current coils 
are formed of bare copper wire. For 
assembly they are located with the 
electromagnet core in a mold that 
aligns all parts with proper spacings. 
Butyl rubber is then introduced to 
the closed mold and cured in place. 

The result is an accurately and se- 


curely located current coil with the 
tubber providing turn, coil, and 
ground insulation. This is in con- 


trast to the usual practice of using 
wire insulated with tape, enamel, or 
Formex for current coils. These in 
turn have had to be separated from 
each other and from the core, usual- 
ly by some form of paper or fiber. 

The butyl rubber has _ long-life 
properties even at the elevated tem- 
peratures to which meters are some- 
times subjected. The molded-coil 
construction also contributes to low 
temperature rise and high overload 
capacity because of efficient heat dis- 
sipation. 

For greater insulation strength, reli- 
ability, and secure positioning, the 
laversvound potential coil, consisting 
of many turns of fine wire, is similar- 
ly molded to the electromagnet core. 
The molding material in this core is 
a polyethelene plastic of high dielec- 
tric strength and low moisture absorp- 
tion. 


“/wo- Way 


PROTECTION 














IDEAL / 
VOLTAGE TESTER 


You can’t miss with this voltage 
tester! It has a solenoid voltage 
indicator and a neon test lamp. 
BOTH indicate relative voltage 
values—EITHER will function if the 
other fails. The Ideal Voltage Tester 
is not an ordinary “glo” type; it 
actually shows the nominal line volt- 
age on an easy-to-read, calibrated 
scale. Numbers on scale are colored 
to correspond with fuse label color 
code. Tests AC circuits, 110 to 550 
volts — DC circuits, 110 to 600 volts 

. blown fuses ... grounds... 
frequency . . . DC polarity. Handy 
size, sturdily constructed; complete 
with leatherette carrying case. 


. helps work- 


men avoid ‘‘live’’ parts. Makes it easy to pull 
tape through conduit. Gives a big grip. No 
slipping. Tape is easy to reel in or pay out. 
5 sizes. 


“SAFE-T-GRIP” FUSE PULLER 


No slip! Formed to fit fingers; assures positive, 
full grip. Safe, handy, inexpensive. Eliminates 
danger, prevents bending of fuse clips. Three 
sizes; mony uses. 


FISH TAPE, REEL 
AND PULLER 
3 Tools in }. 
Gives complete 
control of fish 
fope .. . keeps 
it reeled up... 
prevents spring- 
ing and breaking 


“E-Z"" HAND TYPE 
STRIPPER AND CUTTER . 
For solid or stranded wire., 
Always ready—no cocking. 
Triple Action . . . clamps 
wire, cuts insulation, strips 
—all in one operation. 
Eliminates wire waste. 
Made in two models. *‘Auto- 
matic’’ has lever to stop 
return of arms till stripped 
wire is removed. 

IDEAL INDUSTRIES, Inc., 
Sycamore, III. 




















- Distributed Through 


AMERICA’S LEADING WHOLESALERS 
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Note the 


Extra heavy Bakelite 
{> FLUSH PLATES 
FOR TOP QUALITY JOBS 
Pressed heavy Bakelite in this widely popular 
design combines beauty with rugged strength. 





No. 963 





No. 967. No. 955 
Each plate packaged in an_ individual 
envelope complete with METAL screws. 


ORDERS SHIPPED IMMEDIATELY . . . WRITE 
FOR SAMPLES and DETAILED INFORMATION 


We supply electrical wholesalers 
and Jobbers only. 


(Write also for samples and data on our 


complete line of “Styrene” first quali 
heavy plastic flush plates.) ' ” 


ae a 
DEVICES CORP. 


roa St.* TR 0851 « 
> 
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Calibration and Adjustments 


The adjustments are co-ordinated 
with the design to give long-time sta- 
bility of calibration and precise ad- 
justment. The main full-load adjust- 
ment made at the factory is accom- 
plished by demagnetizing the damp- 
ing magnets in the meter frame to 
give the proper disk speed at rated 
full-load power on the meter. This 
is made to within one per cent. For 
the final precise calibration the full- 
load vernier adjustment shown in 
Fig. 3 is used. This is a magnetic 
shunt that is moved to change the 
effective damping strength of the 
right-hand magnet. 

The lag or phasing adjustment and 
the light-load adjustment are attach- 
ed directly to the electromagnet. 
The lag adjustment, which is made 
only at the factory, provides the re- 
quired phase angle of the useful po- 
tential flux to give the proper regis- 
tration at all power factors. Adjust- 
ment is accomplished by severing 
portions of the lag plate to change 
its resistance instead of moving it to 
change its effectiveness. This in- 
sures stabilitv of calibration. A tem- 
perature-sensitive magnetic core is in- 
cluded on the lag plate to maintain 
the phase angle over the operating 
temperature range. The light-load 
adjustment consists of a closed con- 
ducting loop movable _ transversely 
with respect to the electromagnet to 
provide an adjustable shading-pole 
torque that enables adjustment at 
light loads to close limits. This ad- 
justment and the full-load adjustment 
are inherently fixed, once made, to 
give good calibration stability. 

The register is furnished as either 
the pointer tvpe or the cyclometer 
type. In both cases the dials have 
been designed to give good legibili- 
ty and pleasing appearance. The 
pointer-type register employs a time- 
proven double-worm-gear reduction 
and bearings of stainless-steel pins run- 
ning in aluminum to maintain fric- 
tion at a negligible value. 

In the cyclometer register friction 
has been greatly reduced by placing 
the number cylinders on vertical 
rather than horizontal shafts. A new 
feature employing magnetic storage 
and release of energy gives a positive 
reading action. Cylinders 2, 3, and 
4 are advanced from digit to digit 
quickly as controlled by snap action 
occuring in the shaft assembly for 
Cylinder 1. 

The previously described compo- 
nents are supplied in socket or “plug- 
in” bases to complete the Type “S” 
detachable metcr and in bottom-con- 
nected bases to complete the Type 





“A” meter. Both types are requir in hal 
to fullfill various service requiremeni curac} 
and in both cases standardized moun, in 4 
ing dimensions are accommodate 
Much attention has been given ; 
corrosion resistance. The base of th! Don 
S-type meter is a single piece ¢| Thet 
molded Texolite and the cover riz 
is stainless steel. In the A-type m i. 
ter all exposed metal parts are mak He 
of aluminum to give good corrosigy shop 
resistance. wm 
Both types incorporate co-ordin host 
tion of insulation levels. Include dents 
with the S-type base are ground straps} ords— 
that contact the socket when the me} recor 
ter is installed. These are held to} and | 
the base by rivets that project into | the p 
the interior of the meter with a con-| and ¢ 
trolled air gap spacing to the lin| Fo 
leads of the current coils. The volt-| court 
age breakdown level of the relief! men 
gaps is lower than the high insuk | oystoy 
tion level of the electromagnet. Thu |; ma 
overvoltage breakdown is directed to | stem 
the point where it will do least dam- | Jeg 
age, and in most cases the meter will | finite 
not be put out of service. A similar } ence 
construction is employed in the A-| and | 
type meter, keeping breakdown away | and 
from the terminal block and the elec- | chanc 
tromagnet. purpt 
The true significance of the I-50} name 
is that it is the first completely new| the , 
meter in fifty years—new in its con-| ested 
ception, its design, its operation, and} name 
in its use of modern materials and} tant | 
techniques. salesr 
Magnetic suspension answers the | comp 
long-standing question of the life-| woul 
time bearing. But it also places a} sure 
new emphasis on other design de} Mi 
tails. For the full benefits of the | is adj 
revolutionary moving system can be | teach 
realized only in a meter with charac: | locat: 
teristics consistent with a lifetime } surer 
bearing. while 
To take full advantage of the longer will 





life of the moving system, the I-50 is | SU 
new in design. It has a radically new 
damping system, a more efficient 
electromagnet, and rigid unit cor Use 
struction of all parts. | For 


To guard against abnormal operat 
ing conditions that shorten mete! | Inste 
life, the I-50 is new in its details | sary 
and in its use of the most modem | runs 
materials and techniques. It has | his o 
butyl-molded current coils and poh | that 
ethelene-enclosed potential coils. The | utiliz 
co-ordinated insulation design assures | fulles 
increased resistance to lightning cur TI 
rents and longer life. cated 

Added together the new design fee | ness 
tures and the new materials and tech | equi 
niques combine to assure perms | wind 
nence and stability of calibration over | Olde 
long periods of time. They assure fate 
lower maintenance costs, greater eas¢ } Ne s 
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in handling, and greater sustained ac- 
curacy than have ever been achieved 
in a watthour meter. 





| Don’t Sell ’Em What 


They Don’t Need 


(Continued from page 44) 
to remedy the situation. 

He installed a complete record 
shop, managed by his wife, and every 
weekday, after 3 p. m., he is usually 
host to a crowd of high-school stu- 
dents who come in to listen to rec- 
ords—and to buy them. In fact, the 
record business is quite a thriving one, 
and Stagg knows that this leads to 
the purchase of radios, record-players, 
and combinations. 

Following through with his idea of 
courteous service, Stagg has two sales- 
men who always pay a visit to each 
customer six months after the sale of 
a major appliance. ‘These salesmen 
attempt little selling at the time un- 
less they see the customer has a de- 
finite need, feeling that by their pres- 
ence as representatives of the store, 
and by speaking of new appliances 
and their advantages, they have a 
chance to sell. However, one of the 





HYDEE HANGER* 
the economical way to hang chain suspended fixtures 


Saves time and money on new or “‘change-over”’ jobs: Self-grounding 
. «you can use 2-wire cord and plug. Fits standard 4’ or 3%"" outlet 
$] 65 box or plaster ring. Complete with receptacle, two 5§- foot 
LIS? ~— chains, spring wire ‘*S"’ hooks and cord clips. 
Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 
in Canada: address all inquiries to Amalgamated Electric Corp., 
Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE WHEN IT’S Ae 










__| purposes of this visit is to get the 
he 1-50| names of other prospects, or friends of 
ly new} the customer who might be inter- 


*Patent No. D-141024 
and No. 440914 
Underwriters approved. 


action 





















































































Its con- |} ested in buying electrical items. These 
m, and} names the customer might be reluc- 
ls and] tant to give unless the manner of the Se 
salesman and the reputation of the FRIGID 
rs the | company assured her that her friends VENTILATING 
e life-} would not be subjected to high-pres- qis UNCONDIneE 
laces a} sure sales methods. GUARANTEED ; 
gn de-| Mr. Stagg feels that his sales plan ~ ATTIC FANS 
of the | is adjusted to the type of trade he is gap Acme 
can be} teaching, and that his display and fresh, cool outside cir. 
charac- | location allow him to use slower and res 
ifetime | suet methods of building volume, 
while the dealer on the side-streets 
longer | Will be forced to use all of his in- 
1-50 js | genuity in future times. CAST BLOWERS 
ly new Used fer exhausting foul 
ficient phe pon Meggett 
- COn- Use Small Ads end gos ovens — removing 
| For Big Results leno on ao 
operat: (Continued from page 43) oo PEDESTAL FANS 
meter Instead of the intricate layout neces- One of the most efficient 
details | sary in a large ad, Mr. Olden often ee a 
‘4 - just the manufacturer’s mat with Mote. tented “QUIET” 
a | his own signature under it. He feels ple plated, chrome Anish, 
poly. | that under the present system he is eeuini st _ Scene, Gamanane ae 
: The utilizing his advertising budget to the oe aoe: ‘vival to direct ie stream 
ssures | fullest extent. fovt oir on oe 
g cur | ~The Olden Electric Company, lo- 
cated in the heart of Edinburg’s busi- 
n fea | ness district, is in a modern building 
tech | equipped with a new type of slanting 
erma | windows and three ceiling levels. Mr. ) 
} over | Olden moved here from a less satis- “IRCULATORS & DEVICES MFG. CORP 
assure | factory side street location. “Now,” eo as ' New a Ne 
ease } he says, “my show windows are aio §l. 0 EEE i 
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SELL 
Paragon 


“AF” 


TIMERS 
FOR 











CONTROL OF ATTIC AND 
WINDOW VENTILATION FANS 


Sell comfort at a profit with Paragon 
“AF” Timers...designed for depend- 
able, automatic control of attic or 
window ventilation fans. All-electric 
..no springs to break. Accurate... 
powered with quiet Telechron motor. 
Easy to install...mounts to handy or 
single gang switch box, or may be’ 
surface mounted with conduit con- 
nection. Choice of two time ranges: 
0 to 10 or O to 20 hours. 


Sell comfort at a profit with Paragon 

“AF”. See your jobber or write 

today for the complete sales story. 
3/4 H. P. at 


+1] 95 


SZ LIST 
NEW LIBERAL TRADE DISCOUNTS. WRITE FOR DETAILS 


1618 12TH ST. 


TWO RIVERS 
WISCONSIN 


For fans up to 










BUILDERS OF ELECTRICAL 
1905 


EQUIPMENT SINCE 








important a factor as my advertising. 
Transient volume has increased my 
volume by 33 per cent.” 

Mr. Olden is convinced that ad- 
vertising plus location are the two 
most important elements for success- 
ful merchandising today. 


The Trade-In 
Problem 
(Continued from page 42) 


dealers contact distributors for such 
assistance. Still another manufacturer 
commented that dealer service train- 
ing schools would have to be consider- 
ably lengthened in time, in order to 
provide training on both new and 
old models. 

Following thru on the question of 
lack of competent servicemen, the 
NERA committee stated their belicf 
that follow-up calls on customers are 
important to insure complete custo- 
mer satisfaction, regardless of whether 
customers purchase new or recon- 
ditioned appliances. 

Dealers recommended that manu- 
facturers aid them in making such 
training programs available. Manu- 
facturers, however, suggested that 
NERA should recommend the ap- 
proach to take in presenting such a 
program to dealers. 


Handling Trade-Ins 


Chairman Morrison stated that the 
NERA Committee on Trade-Ins rea- 
lizes it is impossible to set up anv one 
plan for handling trade-ins and say 
that it is best for all dealers, because 
the success of each plan depends on 
individual circumstances. 

A comparison between conditions 
in metropolitan areas, where manufac- 
turers’ service centers operate, or 
where there is available a specialty 
company to appraise and take over 
trade-ins, brought out the fact that 
dealers in small communities do not 
have these facilities. 

The group then discussed the idea 
of several dealers forming an outside 
organization to take over trade-ins. 
reconditioning them at cost price and 
sclling them. The conference had 
some doubts as to the practicability 
of this plan. 

The conference finally concluded 
that there are but two plans available. 
Either the dealer accepts trade-ins, re- 
conditions and sells them himself, or 
he accepts trade-ins but sells them 
to a private company to dispose of. 


Advertising Trade-Ins 


The NERA 15-point program for 
advertising used appliances, approved 
by the NERA Leadership Conference 


in January, received the full endoy 
ment of the conference, provided it] 
properly publicized and _ enforce; 
either by local dealer groups or bg 
ter business bureaus. 

Although there was considerahj 
discussion of a proposed NERA pp, 
gram to offer dealers a certified us| 
appliance plan, no definite conclusion 
were reached due to questions of ¢ 
forcement and cost involved. 

This proposal was previously @ 
dorsed in principle by the Janua 
Leadership Conference. It provide 
for NERA to draw up specification 
for reconditioning used appliance 
similar to the certified used car po 
gram used bv the automobile industry | 

In general the idea was considere 
meritorious, although it was question-| 
able how far the national association 
could afford to involve itself in e. 
forcement procedures. 

It is expected that the association | 
will adopt a modified version that wil 
help raise the standards of recond 
tioning and selling used appliances 
without the expense of enforcement 
costs. 

The committee report indicated 
that as competition in selling used 
appliances increases, dealers will need 
help in finding prospects and stimu. 
lating the market. It was the reaction 
of the conference that when such su. 
veys become necessary, dealers should 
not only look to manufacturers for 
the information but should also tek 
on distributor organizations for guid 
ance. The conference further recom- 
mended that the dealer organization 
work with NERA in developing te 
quired information. 

At the conclusion of the confer 
ence, one outstanding manufacture 
stated that a good formula for success 
ful handling of trade-ins would be: 

1. Learn how to buy—recondition 
—sell, display and advertise. 

2. Keep only a 30-day turnover 0} 


' 








used appliance stock on hand. 
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Keeping a Jump Ahead 
Of Mr. Customer | 
(Continued from page 41) | 


used as an adjunct of a washing mé 


chine; the other is entirely autom+ 
tic and can be obtained in a sept 
rate cabinet or in a new kitchen & 
sembly. a 

Mr. Zeckser’s has probably so 
more dishwashers than any othe 
store of its size in the entire cout 
try. 

“To sell a dishwasher is easy if you 
know how. <A good idea at first § 
to find out from a customer hot 
much time she spends daily in @ 
ing the dishes, Mr. Zeckser sae 
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1 endor! From this you can easily tell the cus- 
vided it} tomer just how much more time she 
enforce will have for something else. In the 
sor bel average household the dishwasher will 
sive the housewife from one to two 
nsiderah}| hours more time for other work or 
ERA pr recreation. 
ified ue) Most of the prospects are doubt- 
clusion} ful of the quality of the dish wash- 
ms of ef ing job that the machine does, ac- 
| cording to Mr. Zeckser, and need to 
ously @tbe convinced. He has a machine 
- Januar} hooked up and ready to demonstrate 
provide| n dirty dishes, letting the customer 
ification} know that the primary purpose of a 
>pliance| dishwasher is to wash dishes and 
car pro} to do it economically, fast and thor- 
industry. | oughly. 
onsideres} The only way to find out what 
question.| it will do, he tells the prospect, is 
sociatin| to wash some dirty dishes in it; so 
f in en|he sends out to the nearest restau- 
lrant for an armload of dirty dishes 
sociation | from the tables. ‘They are stacked 
that wil| in the machine and washed. 
recond:| Nine out of ten good prospects 
pliances | buy the dishwashing machine after 
rcement | the demonstration. The high ratio 
prevails because most prospects who 
ndicated| go that far with the machine are 
ng used| teal prospects, interested in bettering 
vill need| their kitchen work. 
1 stim} One of the popular items in 
reaction| Zeckser’s Electric is a method by 
uch su-| which farmers can operate their farm 
; should} and barnyard lights from switches 
rers forj located at many different points. 
Iso rch} This gadget, costing about $25, 
or guid} permits the farmer at small wiring 
recom} «xpense to turn his vard lights off 
nization} Ot on at the garage, barn, light pole, 
xing re gate, front door, back door or even 
in the bedroom of his house. 
confer} It operates with a one-wire con- 
facture} ttol line and push button switches 
success} Which operate on 24 volts to actuate 
tld be:} the switching mechanism for the reg- 
ndition} war 15 volt lighting circuit. 

Being of low voltage the switch- 
over of) Ing and remote contro: wires can be 
wired by any farmer in the same 
manner as wiring a door bell. ‘This 

| proved to be a popular item with 
| the farmers, many of whom were 
getting wired up for the first time 
1) | 4% new rural lines were put up. 
_ Here was an instance where Mr. 
Zeckser was a jump ahead of his cus- 
tomers because none of them had 
ever heard of it until he demon- 
strated the device at their farm and 
in his store. 











v sold ‘“ ‘+ . 
aie The big lesson to learn in these 
coun | Mosressive days,” Mr. Zeckser said, 


“ls not to underestimate your cus- 
tomer’s intelligence, knowledge, or 
ability to buy, nor his imagination 
to see his need for new labor-saving 
things. Either “sell up’ or you'll find 
yourself ‘sold down the river.’ 
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SPECIALS TO CUSTOMERS 
"REQUIREMENTS 


95 PIEDMONT AVENUE, S. E. ATLANTA, GEORGIA 














More BUSINESS For You. . . 
More SATISFACTION For Customers 








And what happier combination could 
you ask for? A trim appearance that 
comes from REX AIRATE styling, 
plus attractive prices, brings you 
more customers. Unbeatable _per- 
formance, quietly efficient operation, 
and easy installation mean satisfied 
customers. Together they add up to 
more business for you—for a long, 
long time! Join the many other dis- 
tributors and dealers who concentrate 
on REX AIRATE today! Write now 
for complete catalog § information 
and prices. 


MODEL NO. W400 & W500 


A GREAT NAME IN FANS 


12 models available, 
ranging in size from a 
14” window fan to a , 
50” exhaust fan. Order - Of 

catalog for details. Oe iTa@ favorit me lsitam eu 


a 2310 Superior Ave., Cleveland 14, Ohio 
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AONDUIT 
? FITTINGS 


a 


J Explosion-Proof 
©  e Water-Tight 
e Flexible 


Pyle-O-Flex patented flexible fit- 
tings allow a neater installation 
without the troublesome and 
costly bending and fitting of rigid 
conduit. They are ideal for wir- 
ing of gasoline pumps, explosion- 
proof floodlights, motors and 
other equipment in hazardous lo- 
cations. Also used for watertight 
installations of many kinds. Flex- 
ibility allows for adjustment of 
lights if necessary after installa- 
tion. Flexibility also protects con- 
nections against motor vibration. 

Pyle-O-Flex Explosion-proof 
flexible fittings are available in a 
full range of sizes and standard 
lengths. Can be used with Pylet ex- 
plosion-proof elbows and unions. 

Consult your Pylet Catalog for 
complete listings. 





THE 
PYLE-NATIONAL 
COM PANY 


1354 N. Kostner Avenue, Chicago 51, Ill. 
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“| had a farmer come in here te- 
cently who had never seen a dish- 
washer, but knew exactly how it 
worked, the minutes of each opera- 
tion of the cycle, the science of us- 
ing a detergent to separate the greasc 
from the dishes, and who knew ex- 
actly what kind of a dishwasher he 
wanted and what the nationally ad- 
vertised price was. He got all this 
information out of a farm magazine. 
From a merchandising standpoint, 
and the reason I say you must keep 
a jump ahead of your customer, what 
would have happened if the farmer 
had known more about the dish- 
washer than I did? He would have 
gone to Wichita and bought one.” 





Basement 


Demonstrations 
(Continued from page 40) 


to furnish a skilled woman demon- 
strator who can put the automatic 
washer through its paces in an enter- 
taining, interest-building way. In re- 
turn for this, he extracts a promise 
from each new washing-machine own- 
er that she will invite in anywhere 
from a half a dozen to twenty of her 
friends and neighbors to witness the 
demonstration. 

Not the least effective idea Vancil 
has developed is taking along a port- 
able movie projector, which he uses 
to acquaint his audience with refrig- 
erators, ranges, home freezers, and 
other appliances in addition to the 
washing machine itself. Using films 
provided by 4 manufacturer, he clears 
up a lot of misunderstandings on the 
part of the average housewife and ex- 
plains what makes varieus appliances 
valuable for worksaving and conveni- 
ence. Quite a few of his later sales 
of other home appliances stem from 
the use of these films in home demon- 
strations, and Vancil never goes any- 
where without the handy little pro- 
jector and a folding screen. 

“We think that this is the most 
important part of our automatic home 
laundry program,” Vancil said. “If 
these affairs are run properly they are 
a lot of fun for everybody concerned, 
with the commercial atmosphere de- 
finitely subordinated to the educa- 
tional value. Naturally, we make it 
plain that we stage the affair for new 
prospects, but we present the whole 
idea in such a way that we not only 
make prospects; we also make 
friends.” 

Since starting on the program, Van- 
cil averages about 100 new prospects 
a month. All of them definitely fall 
into the “hot” classification, because 
the program has ascertained in ad- 
vance that each is a housewife who 





needs a washing machine, and }y 
seen one put through «4 complet 
demonstration. 

The Appliance Arcade is currenth 
running from 6 to 8 automatic lay 
dry demonstrations per month, alway 
in the basement or kitchen, and wih 
Vancil himself to assist the distriby 
tor’s representative during the shop 
The housewife is asked to store up; 
big bundle of laundry, if possible, ang 
few of them fail to do so. On th 
job, the demonstrator welcomes th 
guests, gives them a pleasant outlin 
of what’s going to happen, and then, 
after explaining how the washer 
erates, its price, why it is designed 
certain way, etc., puts it to work. An 
entertaining home demonstrator with 
plenty of well-founded knowledge of 
the machine, cracks jokes continuo 
ly, and keeps the audience laughing as 
much as possible. 

Invariably there are pleased remark 
from the audience when the find 
wash, neatly whirled and _ ready fo 
ironing is extracted. The home dem 
onstrator passes along tips for hang 
ing up clothing, for loading the wash 
er, etc., and plays up the time-pay- 
ment plan on which the machine may 
be bought, comparing it with laundn 
costs. 

Now, with commercial _laundy 
costs at an all-time high, this one 
point probably has more influence ia 
swinging prospects into customer 
than any other, according to Vancil 

At a typical demonstration recently, 
a popular St. Louis housewife got no 
less than twenty-three of her friend 
into her basement to watch one of 
the demonstrations. The result of} 
this was twenty-three new prospects | i 
and three sales within the five days} 
following. 

“Let your satisfied users be yout 
salesmen,” Vancil says, “and teach 
every housewife something about 
automatic laundering. Then, mer | 
chandising in this field can become 3 
much more pleasant operation.” p 











Get Out There 
And Sell 
(Continued from page 39) 


pliance involved to wait for it de 
spite availability of another brand 0 
variety elsewhere. 

Needless to say, the Highland 
Radio Shop management learned 4 
long time ago that service is one 0 
the indispensable factors in building p 
up a successful appliance business 
Starting out as a radio shop, the stor 
sold all of its first appliance stock to ? 


people bringing radios in for repait \ 


<> i <— Bt a Bl = Bl oe Bl ee BE ~ - | 





and the policy has continued evt! 
sincc. Perhaps the only change * 
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A/R-FLO 


AUTOMATIC 


CEILING SHUTTER 
FOR ATTIC FAN 


Built so they can be installed practically 
tiush with the ceising, AIRFLO Ceiling Shutters 
present a refined, finished appearance. Their 
natural aluminum color blends with any dec- 
oration, eliminating need for painting, and no 
grille or winter cover is required. Furnished 
in 5 different widths, single panel up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements. 
WRITE FOR NEW CATALOG 43-B 

Illustrations and details of the complete AIR- 
FLU line. 


Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. ~+ DETROIT 16, MICH. 





rPART Sw 








FOR 

MOTORS 
FANS 

CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 
Brown-Brockmeyer General Electric Master 


Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributers for the Manufacturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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MRS. HOUSEWIFE 
IS CRYING FOR 
KITCHEN VENTILATION 


\ \) 


COOKING ONIONS IS AN ELECTRICAL 
CONTRACTOR'S PROBLEM. ELIMINATE 
UNPLEASANT COOKING ODORS AND 


| 

l 

| 

! 

! 
DRY HER TEARS BY INSTALLING— Bon 


) ot \ 
i“ CEILING VENTILATION 





BRING HOME THE BACON~—Every Blo-Fan installa- 
tion adds as much profit to your contract as 15 to 20 outlets. 
If Mrs. Housewife questions the small cost, tell her how 
Blo-Fan ceiling ventilation will quickly pay for itself by 
saving cleaning and redecorating costs. BLO-FAN installs 
in the ceiling, where a fan belongs, and ducts out rapidly 
rising greasy fumes and smoke before they congeal on 
walls, drapes and furniture. Wherever there’s a ventilating 
problem—kitchen, bathroom, den, basement—your best 
solution is BLO-FAN. Results: a satisfied customer and 
a jingle in your pocket. 


Bho-Fren 


more than a fan...more than a blower. 





Send a postcard today for complete BLO-FAN informa- 
tion and names of your nearby BLO-FAN distributors. 


PRYNE & CO., INC. 
POMONA, CALIFORNIA 
LOS ANGELES, SAN FRANCISCO, NEW YORK, CHICAGO 


LT I 
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Its a Gact! 
|| Biecom Riles) 


ARE 


10% to 20% 
COOLER 


than the heavy cast 
lugs you now use. 


Prove it 
to yourself— 


WRITE FOR SAMPLES and the Ilsco 

54-page illustrated catalog. 

SOUTHERN REPRESENTATIVES 
Verlyn H. Branham 4. 2. & 


180 Interlocken Drive 
N. W. Atlanta, Ga. 


. P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N. C. 


COPPER TUBE 
& PRODUCTS, Inc. 


7 CINCINNATI, OHIO 






















FOLDING DOUBLE CUPPED 
* WASHER LUGS * 


A SIZE and TYPE for every need!? 


KRUEGER & HUDEPOHL 


Solderless Tyrminal Lugs and Connectors 


VINE AT THIRD—ES # CINCINNATI! 2, OHIO 











that service mechanics who formerly 
spent all their time in the store are 
now out on the road, answering serv- 
ice calls for various types of appli- 
ances. Recognizing their value as 
ambassadors of good will, and potent 
salesmen for the store, Mr. Vannetti 
trained every service mechanic to fer- 
ret out “hot prospects” for any type 
of home appliance, and arranged it 
so that the serviceman profits hand- 
somely for doing so. 

He doesn’t expect his servicemen to 
operate as specialty salesmen, for aft- 
er all, that isn’t their job. He does, 
however, feel that it is useless to 
waste the good will and multifold op- 
portunities of getting into the home 
which the outside service department 
has. It isn’t surprising that the 
Highland service department now 
produces more than 10% of the an- 
nual gross of the store, and is re- 
sponsible for an even larger share of 
appliance sales. 





Automatic Controls 
Build Business 
(Contniued from page 32) 


in our field as any contractor, I be- 
lieve. It saves us those trips to the 
jobber and wholesale house every time 
we find we’re running out.” 

One man is assigned the duty of 
keeping perpetual inventory on the 
stock, keeping the bins cleaned and 
parts in their proper places. ‘Then, 
too, each of the trucks is numbered, 
and each of the ladders and other 
tools that are assigned to each truck 
is numbered with the truck, so that 
the driver, who is responsible for these 
materials, can always check and track 
down the equipment that goes with 
his truck. 

Inside the shop storage room, spe- 
cial shelves and bins are built which 
may be reached by anyone desiring 
a part, and the trucks can back right 
up to these bins to be loaded, thus 
saving more time and effort. 

The main building, of course, has 
display space for fixtures, both for 
commercial and residential, so that 
customers may choose the type they 
want. Other small appliances and 
electrical supplies are sold from the 
main display floor. 


Bring Them In 
With Service 
(Continued from page 38) 


In the small appliance department, 
everything is connected and ready to 
operate—even the irons, which may 
be plugged into convenient outlets 
and demonstrated on a handy ironing 





board which pulls out from the wal 
Home freezers are full of ice cubs| 


and frozen foods which are used fy 
demonstration in the model kitche 
at the front of the store. On even 
range, aluminum ware pots and par 
are ready to boil water, heat soup, o; 
cook a full dinner, if necessary. 

Kupper devotes 3% of his gros 
to advertising, consisting chiefly 9 
display ads built around the Gener 
Electric line, and a follow-up on the 
Art Linkletter nation-wide G-E show 
All of this, plus his service losses ar 
paid for in the free flow of merchan. 
dise through the store. His only ser. 
ous problems to date have been r. 
frigerator deliveries, and the high 
cost of installing appliances whieh 
require plumbing, such as garbage 
disposal equipment and electric dish- 
washers. Plumbing costs are high in 
Miami, often amounting to as much 
as the initial price of the appliance 
itself, and therefore Kupper has called 
a halt until he can figure out some 
wev he can handle this business him 
self. 

Mr. Kupper anticipated the pre. 
ent heavy demand for credit buying 
well in advance, and is apparently 
running 90% of his sales on a time 
payment basis. Even with the relaxa- 
tion of the government credit rel 
tions, he is still getting 1/3 dow 
on most of his sales, and deplores 
the use of the dollar down credit 
method which he feels will eventual 
ruin credit selling. 

The demonstration board _ has 
proved an invaluable assct in selling 
irons in all price brackets, according 
to Mr. Kupper. 

“A surprising number of people 
are still not familiar with such de 
velopments as steam-electric irons, 
lightweight travel models, and adjusta- 
ble heat controls for various types 
of cloth,” he pointed out. “When 
we plug in an iron to let the custo 
mer see how it heats up, and how 
it handles wool, rayons, cottons, etc. 
we like to think we're making the 
customer dissatisfied with her old 
one-heat iron which she may have 
been using at home for the past ten 
years.” 

Kupper’s three appliance salesman 
are extremely careful in heating up 
irons to protect the customer from 
burning herself, and continue to & 
sue warnings all the time demon 
strations are being carried out. The 
store carries almost every nationall 
advertised line of irons on the mar 
ket, including four varieties of steam 
electric models, lightweight portable 
travel models. special purpose 1100S, 
cordless varieties, etc. 

Recently, when a storewide clear 
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| ance sale was planned to get rid of 
all off-brand electrical appliances still 
ground, Kupper was amazed to find 
that he had absolutely no irons to 
car. The demonstration merchan- 
dising methods had unobtrusively 
cleaned out the entire stock of little- 
known irons with which the store 
had opened. 

Kupper gives his sales people plen- 
ty of incentives toward selling irons, 
inasmuch as each is allowed a 1% 
commission above their salary on all 
small appliances, including irons, 
which they sell. He provides plenty 
of interest in moving the allotted 
lines by paying double commissions 
on these. ‘Thus, salesmen pitch in 
energetically, and show as much in- 
terest in selling an iron as a radio, 
refrigerator, range, ctc. 

All sales people in the store have 
been trained to handle new types of 
steam electric irons efficiently, how 
to demonstrate to customers that 
steam is released only when the iron 
is in actual use, and how to fill and 
adjust them. ‘They are also instruct- 
ed to keep iron purchasers conscious 
of the fact that Kuppers run one of 
the biggest electrical repair shops in 
the city, and that any iron will be 


quickly repaized with spcedy service. 

“My theory is that it requires just 
as encrgetic and well-balanced a mer- 
chandising program to move irons as 
it does radios, phonographs, or refrig- 
erators,” Kupper said. “And that 
will be the most logical way to main- 
tain a worth-vhile sales volume for 
a long time to come.” 





Concentrating On 


Non-Inspection Areas 
(Continued from page 33) 


and asked for plans and estimate. 
Real Electric Company drew up a set 
of wiring plans for the plant, and the 
company bought the job. 

The new wiring started with the 
service entrance, of course. The old 
wiring was ripped out in sections to 
allow operation of the plant while the 
job was going on. He installed am- 
ple capacity in the service entrance 
and then tied in the lines tempora- 
rily, proceeding through the plant 
with adequate mains and branches. 
When one branch was tied in and 
connected, they ripped out what was 
left of the old. 

One point that needs to be consid- 
ered, according to Mr. Risley, in sell- 


ing a rewiring job, is the expense the 
owner has in keeping a plant going 
on inadequate wiring. 

The facts are that often the loss of 
time from a shutdown, time spent in 
repairing, or makeshift servicing, has 
become so common it is taken for 
granted. 

The wiring contractor looking for 
this kind of a job can often make a 
survey of the expense that would be 
eliminated. Mr. Risley said on some 
jobs this expense would amount to as 
much as ten per cent a year on a 
new job—a ten per cent that might as 
well be on the profit ledgers of the 
company. 

Mr. Risley found plenty of pros- 
pects in his territory for new lighting 
equipment and adequate wiring. In 
the two years of their operation, they 
have installed new fluorescent light- 
ing in a super market, several drug 
stores and a number of other estab- 
lishments, and in all cases removed 
the old wiring. 

In one instance they had to draw 
up a wiring plan that would cost less 
money than the one originally de- 
signed and this experience will be 
helpful to any contractor figuring re- 
wiring jobs on public buildings. 











SLIMLINE — 
AVAILABLE FOR 2—4—6 TUBES 
SUSPENDED OR SURFACE TYPE 


__325 N. W. 22 LANE 





IMMEDIATE 
DELIVERY 
SOLD THROUGH RECOGNIZED JOBBERS ONLY 


STA-BRITE FLUORESCENT MFG. CO. 


MIAMI 34, FLORIDA __ 


NOW 


by 




















WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
T-K Range Parts 





Gates Belts 


at all joints. 











_ Write 
,, Electrical Appliance Parts E 
=i oth St. N. W. Washington 1, D. C. Lace de _ aie EERING CO. 





VERTICAL 


POLAR-FREEZ - 





Exclusive 
Features 


All Steel Construction. 
with 3 coats gloss lacquer. 


Two models — 16 cu. ft and 19 cu. ft. Standard 
make SEALED or OPEN units. Vapor sealed 


25 years of manufacturing KNOW HOW. 
National JOBBER — DEALER policy 
EXCLUSIVE TERRITORIES OPEN 
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In Central City it was decided that 
wiring in one of the schools needed 
changing in order to provide adequate 
lighting. The wiring layout was made 
by a competent architect and engi- 
neer but the price went well above 
the money allowed for the moderniza- 
tion project. 

Real Electric Company came into 
the picture at this stage and offered 
to revise the plans to fit the budget 
and still give them almost as much 
as they wanted in the first place. 

By giving them four fixtures instead 
of six per room, and relocating to get 
adequate foot-candles on working sur- 
faces, they were able to complete the 
wiring job for the budget figure. 

To show just how much change 
this wiring program amounted to, it 
is interesting to know the capacities 
of the old and the new. The old 
entrance was 60 amperes for the build- 
ing while the new entrance was 200 
amperes. This job involved removing 
all of old wiring fixtures. 

It is a lamentable fact that inexpe- 
rienced mechanics and amateurs 
can work without restriction in unin- 
spected areas. But for the competent 
contractor, every service call in such 
an area is a big job possibility. 


Selling Spells 
Success 
(Continued from page 31) 

Both Miller and Hill not only try 
to keep “‘selling-minded” themselves, 
but they instill the selling spirit into 
their crews and ask each individual to 
report the need of additional wiring 
and added equipment on any job. 

For instance, one of their crews was 
making an industrial installation ot 
some small motors, ordinarily a rou- 
tine job. _ It was in a non-inspection 
area and their crew foreman reported 
back to Miller that the line on which 
the motors were being installed was 
overloaded. 

Miller went to the job and called 
on the factory manager after he had 
inspected the line and found the load 
was keeping the wires hot. He told 
him the line was overloaded and part 
of his panel was overloaded. He 
took the manager down and asked 
him to feel the heat on the fusebox 
lids. He had already learned that fuses 
on several lines popped several times 
a week and sometimes more than once 
in a day. 

He explained that this heat was 
wasted energy for which he had to 








pay. He explained that the time j 
tracing circuits and putting in fusg 


was a dead loss and that these lost 


Besides : 


would pay for new wiring. 
that, there was a certain loss in pro 
duction when any part of the plan 
went down for fuse replacing. 

Miller got the job of revamping th 
wiring. Later he got a job of instal, 
ing fluorescent lighting. 


Typical Rewiring Job 


Another case was the figure on ar. 
wiring job on a school. He was asked 
to submit a bid on only the wiring 
based on a blueprint showing desired 
outlets. Miller bid as requested but 
submitted a second bid which indud 
ed fluorescent lighting, extra outlets 
to be used for projector, and radio 
and radio-phonograph. The second 
bid seemed to offer the school board 
so much more for their money that 
they accepted it. By demonstrating a 
record-playing radio with some edv- 
cational records, he was able to sell 
the school a radio. 

Being selling-minded makes a lot 
of difference in annual volume but 
the most fertile field for it is in new 
home building, Miller said. 

In new homes they solicit the wit 




















Bauman-Worth Corporation 


BERLITE FIXTURE CO. 


654 BROADWAY, NEW YORK, N. Y. 





Write today 


a dependable source 


for 






A fast selling 
line of fine 
erystal fix- 


for illustrated 
literature and 


Electrical Wiring Devices 


serving the 


ELECTRICAL WHOLESALER 


New improved items 


Now in production 


Write for your catalog to: 


BAUMAN-WORTH 
CORPORATION 


57-75 Thames Street, Brooklyn 6, New York 


tures. 


prices. 





























Represented by: A. M. Orlick 
P. O. Box 1033 


Sanford, No. Car. 
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10 REE 


L OR UNREEL 


rE pasibst WAY 





WHATEVER YOU USE ON A REEL... 
WIRE, CABLE OR ROPE 


SAVE TIME AND LABOR WITH 


ROLL-A-REEL 


Portable 
Lightweight 
Slonted front 

Positive front lock 
No jocks needed 






Adjustoble slots for mony widths 


a 





ASK FOR DETAILS 


TAKE IT TO REEL, 
STORAGE OR JOB 


Style A: 
2,000 Ibs. cap. 
37.50 


Style B: 
4,000 Ibs. cop. 
75.00 
f. o. b. Cincinnati 


(IMMEDIATE DELIVERY 


ROLL-A-REEL 


par WEST 
i, ie | 


STREET 
OHIO 


FOURTH 
0 A Tito? 








Ample Room to Slip 
Over Battered Rod Heads 


up Point Screw 


Heavy, 
Extruded Bronze 





Bond-Rod 


Ground Clamps 
H. B. SHERMAN Mfg. Co. 


Battle Creek, Mich. 








ing first. Houses are being built up 
and down the highways, in the nearby 
towns, on the farms, etc. Miller and 
Hill make an effort to get the wiring 
contract early in the progress of the 
building whether it is being built by 
a building contractor, by the owner 
with day labor, or by the owner him- 
self. All three methods are in use 
in their territory. 

Once they have the wiring contract, 
they promote the sale of the lighting 
fixtures, attic fan, refrigerator, electric 
kitchen, automatic laundry, automatic 
dishwasher, garbage disposal, door 
chimes, transformer for furnace equip- 
ment, sump pumps, and water sys- 
tems, all depending, of course, on the 
needs and the resources of the cus- 
tomer. 

“Often we have a customer who 
buys a wiring job and fixtures and for 
financial reasons wants to stop there. 
However, he can’t use the lighting fix- 
tures without lamps so we sell him 
lamps to fit the fixtures and usually 
an insect repellent lamp or two for 
the porch lights. It doesn’t take 
much more time, it adds a little to 
the sale and usually is appreciated by 
the customer,” Miller said. 

Two of the best selling items on 
new house wiring jobs, in the expe- 
rience of Miller, are refrigerators and 
radios. 

New house wiring jobs have ac- 
counted for most of their sales of 
these two items. 

The motto of Miller’s Electric 
Shop is: “If Electric We Sell It—If 
Electric We Repair It.” 





Adequate Wiring 
Activities 

(Continued from page 30) 
letter to contact our company, but 
we feel that tangible results in bet- 
ter wiring will be obtained after the 
prospect has looked through the book- 
let we send him. We receive numer- 
ous requests to prepare residential wir- 
ing plans, and we have one junior 
lighting engineer who specializes in 
this work. Another function of this 
engineer is to contact builders to see 
if they can ‘be rendered assistance in 
adequate wiring. 

“The seven engineers in our Light- 
ing Service Department are in con- 
stant contact with architects, consult- 
ing engineers and electrical contrac- 
tors on work pertaining to wiring and 
lighting. Naturally, our wiring plans 
on any consulting aid we may give 
include adequate wiring. Proper panel 
sizes with enough spares and adequate- 
ly sized feeders are always in the fore- 
ground on our wiring plans.” 










WIRES and CABLES 
Long Life with Safety 


@ EXTREME FLEXIBILITY 


@ LIE FLAT—no interference 
with working parts 


@ KINK AND TANGLE FREE 
@ ENGINEERED FOR THE JOB 
@ FREE STRIPPING 





with du Pont 


Neoprene jacket resists oil, senlight 









—abrasion and cutting in rough use. 












WHOLESALERS. Bronco is a fast mov- 
ing, profitable line — nationally adver- 
tised to dealers and users. Catalogue 
sheets for your sal and cust s. 
Pamphlets, circulars, cuts and other ad- 
vertising matter available to 
help you sell. Write today for 
name of nearest representative. 








‘WESTERN 


INSULATED WIRE CO. 
1001 East 62nd St., Los Angeles 1, Calif. 
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for ad life 

in 

severe service 
Especially designed for in- 
dustrial use. 

In locations where vibration 
is excessive, where inaeces- 
sibility makes bulb replace- 
ment difficult and for pilot 
lights — Nalco Carbon 
Lamps are a necessity. 
Many standard types, 
shapes and sizes are avail- 
able as well as standard 
colors and special shapes 
and colors. Standard screw 
and special bases are sup- 
plied according to your 
needs. 
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Order from a cfosteloat wholesaler 
170 Ellis St. N. E., Atlanta, Ga. 


NORTH AMERICAN 
Electric Lampe Ca. 


1041 Tyler St. St. Louis 6, Mo. 
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Southwestern Gas & Electric Com 
pany, Shreveport, Louisiana; Jos. 
Elliott, general commercial manager, 
reporting: 

“We have participated in the pro- 
motion of adequate wiring in the fol- 
lowing ways: 

“Each co-operative appliance adver- 
tisement that is run contains some 
copy promoting adequate wiring. 

‘Several newspaper advertisements 
have been run that were devoted sole- 
ly to adequate wiring. 

“Several different window displays 
have been devoted to adequate wir- 
ing. 

“We have made several adequate 
wiring demonstrations before the 
group meetings of the electrical con- 
tractors and appliance dealers. 

“Adequate wiring talks have been 
made to groups of rural customers by 
our Rural Development Department. 

“In March of 1948 we had an ade- 
quate wiring display board on display 
in our booth at the Shreveport Home 
Builders Show.” 

x x x 

While most companies believe that 
their promotional efforts on adequate 
wiring are getting reasonable results, 


there are some who question the ef- 
ficacy of carrying the adequate wir- 
ing promotion program to consumers, 
rather than concentrating efforts par- 
ticularly on architects, builders, elec- 
trical contractors, and electrical in- 
spectors. 

The following letter from the resi- 
dential sales manager of a large utili- 
ty company expresses this viewpoint: 

“This company has used all of the 
conventional advertising and promo- 
tional material on the adequate wir- 
ing subject. I sometimes wonder if 
most of what we have spent for pro- 
moting adequate wiring hasn’t been 
wasted effort. I wonder if our aver- 
age customer really knows what we 
are talking about or what we want 
him to do about it. 

“We have just completed a house- 
to-house and store-to-store check in 
one of our better towns, and were 
astonished to learn that 74.2% of 
all electric services in that area were 
2-wire, 120-volt services. Apparent- 
ly, our “ballyhoo on adequate wiring” 
has been wasted effort there. I don’t 
know what to do that will accom- 
plish better results, but I am _ con- 
vinced that what we are doing won't. 
If we were to spend as much money 


developing better electrical contra 
tors as we do advertising adequate 
wiring, we might find a solution, 
Architects and builders have apparent. 
ly never been convinced that it j 
good business to spend more thap 
3% or 4% of the cost of a building 
for electrical wiring facilities. Too 
many contractors still bid on work on 
a basis of price only. 

“We may have to resort to ‘legis 
lation’ before we ever awaken the 
public and our contractors to the 
importance of good interior wiring 
This company has issued a ‘blue 
book’ which recommends more ade 
quacy than is required by the Na 
tional Electrical Code, but we some 
times have difficulty in getting con 
tractors to provide even the minimum 
standards we recommend in the blue 
book. We have even had instances 
where our own company employees 
were Critical of our new policy of re 
quiring 3-wire service for all new con- 
struction where two or more circuits 
are installed. Some city electrical 
codes spell cut adequacy, but I have 
noticed several articles in trade mag- 
azines lately which condemned these 
codes as being responsible for pres. 
ent day high cost for interior wiring.” 














BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, 
No further need for substitutes. 
We offer a complete line of economical and dependable Bakelite 


Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 


Hi-Scale Products Corp. 


217 Centre St., New York 13, N. 
Southern Representative, A. M. (Amo) Orlick, P. O. Ms 1033, Sanford, N. C. 


Inc. 

















PURITAN 


21 BOERUM STREET 2 


or to our Southern Representative 


SANFORD, N.C. 


AL. M.ORLICK @ P.O. BOX 1033 
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For a complete line of inexpensive 


Residential Lighting Fixtures 
write for Catalog No. 47 


LIGHTING FIXTURE CO. 


BROOKLYN 6, N. Y. 












“Handbook 










your copies. 








Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” 
marizing the latest authoritative information on ade 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the s 

price of $2.50 for a limited time. 
dress, and remittance at once to make sure of getting 


ELECTRICAL SOUTH 
Grant Building 


Send name, ad- 


Atlanta 3, Ga. 
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Remote Control 
Wiring Devices 
(Continued from page 28) 


2. The line (110 volt) side of the 
transformer must be installed in ac- 
cordaace with Chapter 3 of the Code. 

3. The load side of the transformer 
must be installed as follows: (a) Op- 
en conductors must be at least two 
inches from any light or power cir- 
cuit unless protected by a continuous 
non-conductor, such as flexible tub- 
ing or porcelain tubing, in addition 
to insulation on wire. (b) In race- 
ways or boxes, remote control circuits 
shall not be mixed with any other 
power source unless separated by a 
partition. (c} In vertical runs the con- 
ductors must be separated from light 
and power circuits by at least two 
inches, or the conductors of either 
systems must be encased in non-com- 
bustible tubing. (d) If control cir- 
cuits extend beyond one building, and 
are so run as to be subject to ac- 
cidental contact with light or power 
circuits operating at a potential not 
exceeding 300 volts, they must also 
comply with Section 8011, 8021, and 
8022 of Article 800 of the Code. 

In announcing the new remote 
control wiring system, the General 
Electric Company indicated that the 
following would be available: one 
type of switch, one type of switch 
box, one type of relay, two types of 
wire and one type of transformer. 


Components Available 


According to Mr. Foster, all com- 
ponents except the transformer are 
new developments introduced coinci- 
dentally with the remote control sys- 
tem. 

The relay is of split* coil design: 
one coil to close the 115-volt circuit, 
the other coil to open it. Operating 
on 25 volts, the relay is equipped 

















Cibo 


Anti-Corrosive Paint 
for 
Galvanized Structures, 
Including Fences, 
Applied in a single coat 


TATA Inc. 





HACKENSACK, N. J 
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with two binding screws for the 115- 
volt connections and and three bind- 
ing screws for the 25-volt connec- 
tions. It is small enough to be 
mounted from the inside of a stan- 
dard outlet or switch box through any 
convenient half-inch knock-out. This 
leaves the high-voltage end inside the 
box while the low-voltage end pro- 
trudes to the outside. The box it- 
self forms the partition between the 
high and low voltage. 

The two high-voltage binding 
screws are connected like a regular 
single-pole switch—that is, the black 
conductor of the standard wiring goes 
to one binding screw; the lamp or 
outlet is connected to the other bind- 
ing screw. Of the three low-voltage 
binding screws, the center one is com- 
mon to both coils and the others are 
for the off and on coil. 

The switch is a single-pole, double- 
throw momentary contact switch 
which is normally open. It is ap- 
proximately one-third the size of a 
standard single-pole switch, and has 
four binding screws. One of the 
center binding screws connects to the 
transformer lead and the two other 
screws connect to the relay or to other 
switches. The fourth screw (also in 
a center position) is for splicing pur- 
poses only. 

As many switches as desired may 
be connected in parallel; however, not 
more than three relays should be con- 
trolled from one switch with the 
recommended transformer. 

The switch box is available for 
flush mounting of from one to three 
switches. It is small, and in new 
construction is mounted in the same 
way as conventional switch boxes. 
Two removable plates facilitate plas- 
tering. 

The wire is No. 22 solid-conduc- 
tor Flamenol-insulated cord of very 


small dimensions. Either two- or 
three-wire cord is available. It is in- 
stalled in new construction in the 


accepted manner without any further 
protection. In old construction, it 
can be stapled to the surface, or laid 
in a shallow groove and plastered 
over. 

For easv identification of the con- 
ductors of the three-wire cord, one 
of the outer conductors is ribbed, 
while the others are plain. 

The transformer recommended for 
use with the remote control system 
is No. G-E 72G4, or one of similar 
characteristics. Only one of these is 
required for the average home. Farm 
or industrial installations, however, 
may need additional transformers, de- 
pending on the length of the run, the 
number of relays and the diversity 
of the wiring system. 








WASHER PARTS 
FOR ALL MAKES 


Our New Complete Catalogue — 
Only $2.00 Refundable Anytime. 


Starr Electric Supply Co. 


Capitol & Crawford 
Houston 3, Texas 


*Member: Appliance Parts 
Jobbers Association. 














ELECTRICAL 
ENGINEERS 


Graduates, experienced in design, 
engineering and economic studies of 
steam-electric and hydro-electric 
power plants and high voltage sub- 
stations. Also, engineer experienced 
in power system relaying and in 
preparation of specifications for 
switchboards and switchgear. Please 
submit resume including personal 
data, education and experience record 
to Box 622, ELECTRICAL SOUTH. 
Grant Building, Atlanta 3, Ga. 











WANTED 


First class estimator for electrical 
construction work in large industrial 
plants. Knowledge of materials and 
equipment in textile plants prefer- 
red. State qualifications, age, exper- 
ience, and when available in your 
reply. Box 626 — Electrical South, 


Grant Building, Atlanta 3, Ga. 











FOR SALE 


Well established and profitable elec- 
trical contracting business including 
retail sales. Sale includes office 
equipment, one new pickup truck, 
all tools and equipment, fixtures and 
stock inventory. This is really a sacri- 
fice sale. Total price approximately 
$9,500.00. For complete particulars 
write or call. 


FIDELITY BUSINESS 
BROKERS, INC. 


Jackson Bldg., Asheville, N. C. 
Phone 3166 




















TRANSFORMERS for SALE 


150 — 1'%Kva, 6900/11500Y — 120/240, 
single phase, 60 cycle, rural line type. 
Other sizes and voltages available. Send us 
your transformer listings. 

ELLMANN COMPANY 
Chandler Building Washington 5, D. C. 
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THEY FIT! THAT'S 


WHY WE SAVE 
TIME AND MONEY 
ON THE JOB! 


A complete line that 
installs faster, cleaner 


ASK YOUR WHOLESALER 
he'll tell you what every 
contractor and electrician 
wants to hear—that you 
can make more money on 
the job when fittings fit. 


First, GEDNEY Fittings 
are made of high grade 
malleable iron. Second, 
they have a smooth finish, 
inside and out. Third, all 
are clean and accurately 
threaded. 

Convenient, clearly- 
labeled packaging is a big 
help, too—no lost time 
finding a size or type. 


GEDNEY 


ELECTRIC CO. 


RKO BLDG., RADIO CITY 
NEW YORK 20, N. Y. 


Factory, Foundry & Shipping 
Point: Terryville, Connecticut 


NEW 62-PAGE CATALOG — 
WRITE FOR YOUR COPY! 


The new GEDNEY man- 
val — concise, factual 
and indexed — com- 
pletely lists ond il- 
lustrates the wide 
range of sizes and 
types of GEDNEY Con- 
duit Bodies and Fit- 

t tings. Please write for 
your copy on com- 
pony letterheod. 
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New Business, New Profits 


MODEL R-303 


An outstanding new addition to 
the famous LAU “‘Niteair’’ profit-making 
line of fans. 


From Maine to California. . . 

Yes! From coast to coast. 

those who sell solid comfort 
are getting solid profits! It’s easy with the LAU 
Rancher, a complete package unit for buildings or 
dwellings with low-pitched roofs. 

Let that sun shine down! The hotter the weather, 
the better your sales will be! Your customers will 
be happy too, because you’ve sold them cooling com- 
fort for many summers. 


Many outstanding features insure 
superior performance at low-cost 


Complete Package 
Unit—4 bladed fan 


( Vertical Air Flow 
— Horizontal 
Mounting — Belt 


rive 


j” Air Tight Cushion 
Seal 


Automatic Control, 
- Fuse Link Switch 


Automatic Ceiling 
Shutter with Alu- 
minum Molding 


Automatic Time 
Switch (accessory) 


Fire-Resistant 

Sheet Metal Ple- jo Sealed Bearings for 

num All Moving Parts 
For an economical, long lasting, cooling 
unit of rugged construction, investigate 


the LAU Rancher, today! 


Write Dept. “E”’ for complete information or contact 
your jobber today! 


LAU BLOWER «. 








Wanted...a Compass 


THE world gropes for a road 
to peace and security. It expects help 
and guidance from America--a com- 
pass to show the true way. 

America has a true compass. It is 
our concept of freedom for the individ- 
ual. Personal liberty has made us the 
envy and hope of the peoples of the 
earth. You, as a community leader, have 


a duty to marshall public opinion to 
guard and strengthen this priceless 
heritage that built our nation. 

Only through the wise, courageous 
effort of community leaders can we 
keep America the impregnable home 
of liberty and freedom, and reach a 
lasting world peace founded on right 
and justice. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS 


COLD FINISHED CARBON AND ALLOY BARS - SHEETS - PLATES - WIRE - TIE PLATES AND SPIKES - 
ELECTROLYTIC TIN PLATE - COKE TIN PLATE- PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS. 
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One Quality « Oneevah e « The BEST! 





ORIGINAL PATENTED 
RUBBER BLADED 


SAMSON 
Sufe-flex FAN 


Compare it with competition’s finest, 
and you'll find that a Samson Safe-flex 
has more of everything than any other 
fan. That’s because Samson offers one 
quality and one value ... the BEST! 


NO. 1244-N 12-INCH 2-SPEED 
OSCILLATING. 1500 R.P.M. 
950 C.F.M. ON HIGH SPEED, 
800 C.F.M. ON LOW SPEED. 


NO. 1046-N 10-INCH OSCIL- 
LATING. 1500 R.P.M. 
700 C.F.M. 


UNBIASED TESTS pra 
Safe-flex is FIRST in pa 
up to TWICE as mucha 
size. And, of comme 
absolute sofetyal 

need no ugii 


Showbexed TO SEL 


a 


even.» * 
aes 


: Si5r. 
SE Z Wg 
SAMSON UNITED CORPORATION 


ROCHESTER 10, N.Y. 
Samson United of Canada, Limited, Toronto 
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What's your score? 


(A three-minute test on the effective use of wiring materials) 


I Existing service entrance 
consists of 34-inch conduit con- 
taining two No. 8 Type R wires. 
How can this installation be 
made suitable for an-electric 
range without tearing out the 
conduit? 


B aw Install a second service entrance. 


B axe Run two No. 6 Type T wires and one bare 
No. 8 conductor in existing conduit. 


C mms Tap into the next door neighbor’s circuits. 


3 Many electricians are saving 
time in box installations on res- 
idential wiring jobs. How are 
they doing this? 


Bee By using precut wooden spacers. 
B eee Through the use of S-type bar hangers." 


CC eee By nailing boxes directly to the plaster. 


1 Okay, if you chose B. And you’ll be wise to make it General 
Electric thermoplastic every time you choose a building wire, 
because General Electric has always been a leader in the pro- 
duction and sale of thermoplastic-insulated wire. 


2 Make it A, because silver oxide has the unusual property of 
reverting to pure silver when it gets hot. Silver-plated contacts 
eliminate premature blows from heating due to oxidation. That’s 
one reason why G-E Silvend fuses are so efficient, regardless of 
how long they remain in service. 


3 Pick B for this one. G-E S-type bar hangers are made to 
fit framing spaced from 6 to 24 inches. A new, heavy-duty 
stud affords ample support for any modern fixture. 


With a G-E S-type hanger, a box can be located on the bar 
at any point between studs simply by tightening a single screw. 


cee 
_ y 4 Why are fuse contacts some- 
‘ times silver-plated? 


BA ee Silver provides unusually fine conduc- 
tivity. 
B xem Silver contacts cannot arc. 


Cc a They look better with silver. 


4 A million feet of what famous 
wire was used in what fabulous ma 
chine and by what university? 


A ee Deltabeston* 
aaa The Navy’s Mark II calculator 


exes Harvard University 


4 It takes A, B, and C to run up a score on this one, because 
they’re all correct. We put them all in, because it is a pretty 
good testimonial to the reputation of heat-resistant General 
Electric Deltabeston. Users everywhere will agree. 





We hope this little quiz was fun. And maybe it will help to give 
you a better picture of G-E Construction Materials—the full line 
for all wiring needs. Each part of the line is made for ready use 
with other G-E wiring materials. It’s a line that has been de- 
signed fer your convenience—in ordering—in installation—arid 
in maintenance. And it is backed up by experienced men who are 
always ready to help you with engineering and application couns¢l 
on your every job. It’s the kind of one source, one complete lire 
service that makes it easy for you and your customers to do 4 
top-notch wiring job. If you want information on any of ovr 
products, please write to Section K7-624, General Electric Cor 
pany, Bridgeport 2, Connecticut. 

* Trade-mark Reg. U. S. Pat. Off. 


Construction Materials 
GENERAL @ ELECTRIC 


ELECTRICAL SOUTH for JUNE, 1948 








